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When the Circus Comes Into the Shoe Business 


developed throughout the years by the work 

of many thousands of able men is its own 
justification, its own manifest reasons for existence, 
its own proof. We are having examples the country 
over of enthroning experiment in place of intelligent 
experience. 

We are having examples of circus time in business 
as against orderly procedure. There isa direct parallel, 
too, in the fact that the animals doing stunts on the 
tan bark don’t enjoy it any more than the performers 
in the shoe trade. The public as audience gets amuse- 
ment out of the first and some sort of satisfaction to 
their purse out of the second. Under the big tent in 
many cities spectacular performances are going on. 

In regular places of business there is much concern 
as to what the effect will be of all of these P.T. Barnum 
freak selling stunts. We might name it “Price Tick- 
ling Bunkum.” No one city has a monopoly on the 
circus performances in business and no one industry. 
In one city it is shoes in the Grand Palace and clothing 
in Madison Garden Square; in another city it is 
contemplated a huge glove sale in a temple used 
Sundays for sacred services and the rest of the week 
for movies, also in auditoriums and coliseums; even 
a suggestion of asking for a permit to rope off a city 
square to give the public one grand performance in 
wolloping old H. C. of L. 

We have just about come to the point of heaping 
ridicule on what some people consider a serious 
subject. What is your reaction? 

Take it for what is is worth. The orderly processes 
of merchandising of all commodities are best safe- 
guarded by the fact that their existence year after 


Ts merchandising system which has been 


year proves their value and service to the public. 
If this were not so, clever minds would have long 
ago solved the art of distribution by one huge com- 
munist department store to a city run by the people 
themselves. It may work in some one small case as an 
experiment, but it has no logical place in real public 
service. 

What are merchants doing to counteract this sort 
of spasmodic competition? They are rushing to the 
state laws and city ordinances for an inspection of 
obsolete licensing systems. They are learning that 
their absolute indifference to the business of politics 
leaves them without a safeguard. 

Where one concern may put on an emergency sale in 
good faith, there are a hundred second-story workers 
who rush to the pickings. i 

Oh, Glorious Day of Ignorance and Neglect! 
Fighting fire with fire, one clearance sale is outdoing 
the other and the same gang of fly-by-night stores is 
reaping the harvest today and will continue to reap 
because of the tremendous amount of advertising 
based on the appeal of price. 

There is work to be done—there is public confidence 
to be restored; there is a cleaning up of old practices 
and an establishment of new ethics; there is a tremen- 
dous need of the right sort of publicity. 

We like to hear such words to the public as domi- 
nates the advertising of many established businesses, for 
example: Oakes Brothers of Caldwell, Idaho, says, 
“‘we have conducted this business along fair and 
honest lines for more than 30 years and we are too 
old now to begin profiteering or gouging the public. 
You can depend on getting the utmost dollar for 
dollar value here at all times.” 
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These special stunt sales have proven one thing, that 
there is nothing to take the place of efficient shoe fitting 
and store service in as complicated an article of wearing 
apparel as footwear. You will find that the very 
people who buy most at these emergency sales will be 
the first to appreciate that good fitting is worth 
paying for. We believe that the majority of this 
extra merchandise will be appreciated by the purchaser 
in about the same ratio as the price paid and that 
the “‘buys”’ will soon be tossed into discard. 

The merchant has a good lesson before him in the 
fact that he has learned that the public has a whole 
lot of monéy to spend for footwear, providing the 
price is right; and it is time to consider every possible 
efficient means of reducing the cost of distribution 
through the shoe store. What better reduction of 
costs can be achieved than through the increased 
number of pairs sold? This is something to seriously 
consider in your mark-up of shoes in the future. 

When it comes to special sales, don’t forget that 
you have some merchandise that has been with you 
a length of time and that can well be utilized if you 
have the courage to cut. It is this lack of courage that often 
limes places a store in the position of over-stock on the 
shelves and under-cash in the bank. Re-read our 
editorial on ‘‘A Misplaced Clearance Season.” 

This foolish fallacy that there exists in general be- 
tween producer and consumer an immense margin, 
absorbed only by parasites, is a falsehood which is at 
the bottom of nine-tenths of the crazy industrial and 
commercial theorizing which is paralyzing production 
today, all over the world. Here and there an item of 
cost may possibly be lopped off as being unnecessary; 
but exactly this identical work of cutting down costs 
is the great work of merchandising as it has been 
developed. 

In a single word, the merchant EARNS all he gets, 
by his service to the public. He is not a parasite nor 
an interloper nor an eater-up of unearned margin; he 
is a useful worker, performing an indispensable work. 

One word as to this socialistic babble about “the 
workers taking over and operating industries; why 
don’t they show an example? The way is wide open, 
and always has been. There is nothing under the sun 
to prevent workers from demonstrating their social- 
istic miracles, in any industry. They can “take over 
and operate’ anything they please on the very simple 
plan of buying it and paying for it, just as the people 
did who now own it. But that is not at all the idea of 
the rank and file of the army of communistic igno- 
rance; their idea is to “take it.over” without paying 
for it, the idea of the robber and looter. 

No one will assert that business has reached per- 
fection. Has anything human attained that stage? 
The searching critic will find defects; but if he is an 
honest and intelligent critic he will find reason for 
wonder and admiration at the accomplishments of 
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the great machinery of production and distribution, as 
developed by private enterprise. 

The real wonder is not that there are inequalities 
of fortune among men, but that prosperity is so gen- 
eral and is shared by so many. This with reference to 
affairs in general. So it is with the distinctive and 
definite work of the great mercantile and commercial 
system, as- developed by private initiative; what it 
does and not what it lacks is the great and striking 
feature. Those who fail to recognize this, and those 
who would destroy this great system, are enemies of 
the prosperity of all. 

Such enemies there are, active and persistent. That 
is one reason why we keep saying that organization 
for self-defense among merchants and manufacturers 
is still in its infancy, compared with what it ought to 
be and must be and will be. 





A Betterment of Workmanship 


HAT effect has contraction of shoemaking and 
tanning had upon the worker? One big 
operator found that the five-day schedule had a very 
sobering effect upon the piece worker. The value 
of a steady job is now being considered and soon 
manufacturers will find a remarkable difference in 
their labor turnover. The plant that found it 
necessary to re-create a complete factory by a 100 per 
cent labor turnover per season is finding out that 
men work better by sticking to the job that they are 
sure of rather than ever looking for the “other cinch 
in pay and effort.’’ Out of this experience may we 
not look for better workmanship—better not only at 
the machine but in the economies of cutting and the 
diminishing of factory damaged footwear? 

The “dry” drunk of the full and bloated envelope 
is wearing off. Now for a day’s real work for a day’s 
pay! With over-demand came inspection of work- 
manship with blinders on. With normal production 
should come real workmanship to the credit of the 
factory, satisfaction of the customer and pleasure of 
the customer. Grades will begin to re-establish them- 
selves. Factories will know their place in the scheme 
of industry by the merit of their works, and the 
merchant can buy and sell knowing that he is not 
subject to that erratic law, “shortage of merchandise 
covers a mass of whiskers.” 





Weather and Heels 


AN it be that we have under-estimated the effect 

of weather on such an important part of the shoe 

as the heel? There is no question but what the shoe 
trade of the United States picked it wrong on the 
weather and it remains to be seen as to what effect 
the question of heels has on style; the past Spring and 
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the whole Winter, in fact, was phenomenally severe. 
The majority of women purchased Louis heels or high 
heels of that type from September on and found many 
inconveniences when it came to the question of rubber 
protection. 

This is putting it mildly, for there was much disgust 
over footgear, the rubber because it wouldn’t stay on 
or couldn’t be obtained in Louis heel style. What a 
phenomenal twist to a trade that a year ago rejected 
the straight and military heels in the 12 and 14 heights 
and now a year later is falling over itself to get these 
numbers. 

There is no question as to the beauty of the Louis 
heel, but the weather has affected its salability this past 
season. Is it not time to consider a balancing up of 
stock for Fall to permit the sale of both a low smart 
heel with its sturdy sole and the 2 inch Louis heel 
with its lighter sole but very dressy appearance? 

Style is a big element in merchandising. Why, you 
can find in New York City alone a contrary mind on 
style in localities not a block away; in fact, one good 
shoe man puts it, ““New York consists of 1,000 villages, 
the most heterogeneous style market in the world. 
You can sell anything and everything from shoes 
dumped in $5,000,000 lots to the exclusive novelty of 
Fifth Avenue.” 

Why not let us make a study of heels with a fair 
balance in both directions so that whatever the 
weather, there is a style for utility? 





A Bit of Price Psychology 


USINESS psychologists have found by experi- 
ment that the public will buy twice as many of 
an article priced at 19 cents as they will of articles 
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priced at 21 cents. This, regardless of the possibility 
that the 21 cent article may be marked down from 
25 cents, while the 19 cent article might have been 
marked up from 15 cents. The tendency is to view 
the price from the standpoint of a price of 20 cents, 
even money. The 9 cents looks like a reduction, 
whether it is or not. The other price looks like an 
additional cent tacked on. 

A similar application of price psychology may 
fit the current upheaval in retail prices of shoes. 
It is interesting to recall in this connection the ex- 
perience of a well known shoe merchant a few years 
ago, when certain competing stores made a dash into 
“odd prices.”” He said: “I scouted about a little to see 
what the real situation was, and then I got in the 
game myself. I took several styles of $5 shoes and 
‘reduced’ them to $5.65; some $4.50 styles I ‘reduced’ 
to $4.85 and some $3.50 styles to $3.90. I looked to 
it that the styles selected were such as would give good 
wearing value. Those of my customers who seemed 
to need the extra stimulus of odd prices were thus 
provided for, to their entire satisfaction and mine also. 
Neither of us had any cause for complaint. Neither of 
us made any complaint. And then when the fad of 
odd prices faded away, as it was sure to do, matters 
settled down as before.” 

The task of giving the great consuming public 
“what they want” is not always difficult, if you can 
find out what they really do want. When they don’t 
know themselves, a merchant can be guided only by 
general principles, in the light of accumulated ex- 
perience. It is no more than fair they should pay 
for their expensive fads and fancies. There is no 
branch of trade to which they have paid less than to 
the shoe trade, for value received. 





Big Association May Result from Meeting of 
Merchants 
An account of the enthusiastic convention 
held by the Georgia Shoe Retailers’ 
Association in Augusta. 

The Show Window as a Silent Salesman ... . 
Address delivered before the Georgia 
convention by Turner Jones of Valdosta, 

Ga. 

The First Principles of Orderly Business. . . . 
An authoritative discussion of a prevalent 
trade abuse. 

Merchants to Discuss Question of Cancella- 

65 
Plans of the Massachusetts Association 
in connection with Boston Style Show. 





High Lights In This Issue 


The Following Are Among the Recorder Features Which Should Be 
Checked and Initialed by Your Entire Salesforce 
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No. 11 in the Recorder series of Foot 
Fitting articles. 





Note Carefully Articles Advt. 
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circuit is completed, with comments or sug- 





gestions, if any. 
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The Waist Line Strap Makes New 
Styles Out of Old 


There Is No End to the Possibilities of 
Straps and Cut-Outs 
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Smarter Sport Skirts for Fall Indicate 
Brogue Pattern Oxfords 


The Orderly Progress of Good Style 


There Is Business Ahead This Fall in Smart Boots, and Clever Shoemen 
Promise a Variety of Footwear Fashions as the Needed Spice 


many a shoe merchant figures on boots as the 

first bulwark against the tide of cut prices. 
Low shoes by the ton will be on sale throughout the 
months of June, July and August and indications are 
that a switch in style is ahead of the trade if the 
tush of “cut sales” is to be stopped. 

Why the change to boots? Leading style men in 
New York figure it out as follows: “Variety is the 
only spice that enlivens merchandising, when there 
is a plenty of any one type of shoe in the possession of 


the public.” 
The Public Has the Money 


The gigantic sales—called “deluge sales’’—have 
given the city trade a convincing example that the 
public will buy anything at a price and will have just 
about as much appreciation of that purchase as the 


OOKING to the Fall selling season at retail, 


price paid. The public has the money and it is a case 
of presenting “‘something”’ in style to catch the extra 
currency. Utility sells but few pairs of shoes. Novelty 
helps to give variety and satisfaction. So, let’s go! 
Style for Fall along the lines of good taste and at- 
tractiveness. 


A Safe Modification of Lasts 


Lasts are showing the modifications predicted by 
the flash of French styles—a shortening up of vamps 
from the extreme recede to a safe and sane 314 inch 
length. The last man and the remodeller are busy in 
bringing this about. The pattern maker is working 
on a wide range of numbers. 


Pro and Con on Straps 


Of straps the possibilities for Fall are varied. Some 
stores figure a novelty demand but many say the 
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The window at the right is really an outdoor case, placed between the two windows of the Willson’s Shoe Shop, 388: Washing- 
ton street, Boston. The white shoes shown are intended for outdoor wear and rest on a miniature carpet of grass, which has been 
artistically made out of green tissue paper—au outdoor scene is painted for a background. Here is represented the tennis net, 
which forms a graceful drapery—at one end of the case are golf sticks—tennis racquets are crossed with a few knots of ribbon and 
roses. An over-drape of ecru silk serves as a valance at the top of the case. Much the same idea was used in the window at the 
left—that of the All-America Shoe Store, Tremont Street, Boston. Both were trimmed by H. N. Clasen. 





straps have a tendency to wear the hosiery over the 
waist and ankle with the result that many a high 
priced pair of hosiery is ruined after a fortnight’s 
wearing of these strap styles. Ribbon and leather 
straps are equally responsible. The ribbon that is 
wide and so tied as to set unevenly across the waist 
and ankle has two bad features; the bow is not properly 
tied and the ribbon ends become frayed. Yet, ribbons 
and straps have brightened regular merchandise at 
retail and proven a good mid-summer novelty. 


Now, Individuality of Style 

Standardization of style has given way to in- 
dividuality. There is more thought to the selection 
of a lighter and smarter color of tan than ever before. 
Several blue kid styles are promised for September 
showing. One manufacturer hints at a new combina- 
tion in black and white. Every stylist in the 
Brooklyn field is diligently at work with “secret 
patterns.” They frankly admit they are out for 
dozen lot orders, with the hope that there will be 
enough merchants who will venture a trial of style for 
the good it will do his business. 

In brogues a run of special patterns is assured. The 
brogue oxford with its 14-8 heel and heavier sole 


continues to be the best now apparent the country 
over. It links up with the present vogue of heavier 


' wool stockings and the popular conception of the 


possibilities of weather in keeping with the experiences 
of the past Winter and Spring. As a Fall outdoor 
number it has no rival. Look for combinations in 
brogues if the trend of the skirt trade is for 
smart and colorful sport skirts. The test of the 
business is based on the pairs sold, and unmistakable 
evidence points to more rather than fewer patterns, 
lasts, materials and styles. 

The styles created promise well through the fact 
that it is much too expensive to design “bad bets” 
and whatever is new must be “right” to get over. 
A testing of style by the measuring stick of good 
taste is the safeguard of the merchant. Its insertion 
into his stock is a matter of community demand and 
the need for a smart new effect to get more sales. As 
most merchants put it “the public has the money and 
it will buy if we give them something interesting,” 
so the style trade promise “something interesting.” 
In all probability it will be featured in the style shows 
and many merchants are planning to attend two or 
more in a circuit trip of the markets. 
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Big Association Results From Georgia Meeting 


Move on Foot to Unite Merchants of Three States— 
Enthusiastic Convention Held 


Augusta, Ga., June 15 


EORGIA shoe merchants, members of the Georgia 
GG Shoe Retailers’ Association, got away to a flying 
start along the commercial highway of State associa- 
tion activity in their first annual convention, which opened 
today for two days of busy sessions, at Augusta. 
Undaunted by a blazing sun and a temperature which 
only Southerners know how to stand gracefully, President 
W. S. Byck of Atlanta steered the convention through four 
sessions; the morning session today going until one o’clock 
and the afternoon session lasting until six-thirty. 
Last September, at Macon, the Organization Committee 
of leading shoe merchants of the State formed the State 
association and arranged for the pres- 


The Tuesday morning session was opened with prayer 
by Reverend Zach Ford Bond, followed by an address of wel- 
come from Honorable W. M. Howard, former Congressman 
from Georgia and one of Augusta’s leading citizens, who gave 
a foretaste of what was coming in hospitality. Admission 
of new members came next with the men rising in their 
seats to join. 


Big Membership Increase 


President Byck’s report shows one hundred thirty-two paid 
members since organization last September, there being at 
that time sixty-eight charter members of whom thirty-four, 
were firms which are members of the national. Today the 
Georgia association stands ninth in 
the list of States in firm member- 





ent convention, which opened with 
an attendance of one hundred and 
fifty, with every section of the State 
represented. 


Barbecue Instead of Plain Lunch 


Promptly at ten o’clock Tuesday 
morning the merchants filled the 
meeting hall of the Masonic Temple 
and participated in the session until 
time was called at one o’clock for an 
automobile drive out into the coun- 
try to the Carmichael Club, where 
lunch in the unique form of a bar- 
becue was served. Southerners know 
something about serving barbecue not 
known in other parts, for lamb instead 
of pig gets the call, with side dishes 
of fried chicken and refreshments that 
smack of the good old days. 

The next national convention should 
be held in Augusta, the land of Ty 
Cobbs and of presidential golfing 





Of Atlanta, 1919 President of the 
Georgia Association 


ships in the national, leading every 
other State. ‘“‘With a little effort,’ 
said President Byck, ‘‘we can catch 
up with the leaders. 

“Your president,” he continued, 
“last November was appointed a 
member of the Georgia Fair Price 
Commission to represent the retail 
shoe interests, serving on this com- 
mittee. weekly ever since, mainly for 
the benefit of the members of our 
association. I am very glad to state 
that through the efforts of this com- 
mittee, rulings were permitted us by 
which we were able to obtain a_liv- 
able. margin of profit which would 
have been impossible had we not been 
represented on that committee. The 
committee desired to put a_ profit 
‘of 28 per cent on the cost price of 
all kinds of shoes, but this would not 
have allowed us cost on the selling 








grounds. Could the members of the 
N. S. R. A. once come here and taste 
of the hospitality of Augusta shoe merchants, they would 
never regret their decision. The writer has attended many 
conventions in many States but for ‘“‘treating everybody 
pretty” hats are off to Georgia and her genial dollar chasers 
via the shoe route. 


Session Held Out of Doors 


Imagine a shoe convention afternoon session held out 
under the boughs of pine trees on the banks of a beautiful 
lake full of water lilies, with the crowd sticking to the last 
man, through seven set speeches with interesting discussions 
following until six-thirty! Yet that is what these Georgia 
or ‘‘cracker” State merchants did when they met to study 
their problems. 

President Byck predicts that this association will rapidly 
become one of the leaders among State associations and he 
has good reason for his confidence aside from the general 
reputation Southerners have for clanning together, sticking 
together and hanging together for their mutual protection 
if their business or their politics are in any way threatened. 


of our merchandise. Through our 
efforts we were able to get a ruling 
allowing 35 per cent of the selling price or what is known 
to be essential on necessity footwear. This schedule was 
not to start until January first, last, thus giving our members 
an opportunity of getting regular profits on holiday business 
without undue loss. 


Profiteering Charges Met 


“Your president has sent out at the request of repre- 
sentative dealers throughout the United States, sixty-five 
letters to them, as they desired a copy of our Fair Price 
Committee ruling on shoes. We are in receipt of very 
appreciative replies from the best dealers in the country, 
telling us that Georgia received fairer treatment in the 
retailing of shoes than any other Fair Price Committee 
allowed them. I, therefore, think that we have cause for 
congratulation for the efforts that have been put forth and 
the time given up by your president in attending these 
various meetings. 

“Earlier in the year the shoe business became the target 
for all kinds of sensational newspaper stories, alleging or 
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inferring profiteering, etc., which I have endeavored to 
correct. 

“‘As for national legislation, we can look next year for 
more drastic measures against the retail industry, because 
it seems to be the' course of the politician to jump on the 
retailers instead of working from the foundation upward. 

“You see it behooves us to remain organized and grow 
to be a power for good in our industry, which we are today, 
and any shoe retailer in the State of Georgia who is not 
contributing by his membership to our association is un- 
consciously taking advantage of the live and representative 
dealers that are carrying his load, while he ought to be only 
too glad to bear his share of the burden. 


Stands for Square Deal 


‘Through the efforts of your officers and members through- 
out the State we had our Senators and Representatives in 
Congress assist us in pigeonholing the McNary bill, which 
I don’t think now will ever be seen out of the Committee 
room at Washington. 

“Our association stands for a sque dealar against any 
unfair legislation or unjust attacks 





of them from carrying at the present time more stock than 
their business or capital necessitated. 
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Other States Want Affiliation 
‘‘When your president was at the national convention in 
Boston last January he was approached by representative 
retail shoe dealers of South Carolina and Alabama, who 
asked the privilege of their State associations affiliating with 
the Georgia association. Your president has written to 
these different parties and invited them to be present at 
our convention, where the matter can be presented to you 
for your consideration. Since that time Ray Wilkinson of 
Jacksonville has taken the matter up with your president 
and other officers and directors of your association with 
the idea of having the shoe retailers of Florida associated 
with us, which your president thought was a splendid move. 
And I understand that he already has and will present to 
this convention, proxies of from thirty to fifty Florida retail 
shoé dealers who wish to affiliate with us and in your judg- 
ment if you deem this wise, I would suggest that should 
the Alabama and South Carolina Dealers make similar - 
representation that our association merge with them. and 
change our name and become known 





upon the shoe retailers of Georgia, 
no matter how humble the merchant. 
The mantle of the Georgia Shoe Re- 
tailers’ Association will protect him 
in every just transaction. Our 
policy is now, and.must continue to 
be, one of protecting our members 
at all cost against unfair practice 
within or without the trade. 

“What I would like to do, would 
be to have practically 100 per cent 
of our members, firm members of the 
national association. If we can do 
this it will put our association at the 
head of every State association and 
make the baby association have the 
largest firm membership in any of 
the States. 

“The work which has been accom- 
plished by the Georgia Shoe Re- 
tailers’ Association has been of vast 
benefit to the entire number of shoe 
retailers of the State, and it has 
proven beyond a doubt that an 
association of this sort is a necessity 








HENRY HAGEMAN 


Ohio Merchant Who Gave Address 
at the Wednesday Session of the 
Georgia Convention 


as the Southeastern States Shoe Re- 
tailers’ Association, comprising the 
States of Georgia, Florida, Alabama 
and South Carolina.” 

J. P. Orr, president of the national, 
was expected to be present, but at 
the last minute his letter of regret 
was received expressing his keen 
disappointment at being unable to 
attend. President Byck next called 
on Rockwell Johnson, representative 
of J. K. Orr Shoe Company of 
Atlanta, to explain the present mar- 
ket conditions of leather and shoes, 
with the possible trend of prices. 

While predicting that shoes would 
reflect a slightly lower price trend 
of leather, the speaker thought that 
these slight reductions would prob- 
ably be offset by stiff market condi- 
tions affecting labor and materials 
other than leather going into shoes. 
He pointed out that shoe manu- 
facturers always have the best inter- 
ests of the shoe dealers at heart 
and that shoe dealers in turn should 








for those dealers who hope to protect 
the industry which they are in and 
so keep their business abreast of the progress of the more 
advanced shoe retailers of our country. 

“It is more necessary today than ever that we should be 
organized. There is a probability of legislative action in 
our State against our craft, and your president, whether 
he is such or only one of your members, will be on guard 
always to protect your interest before the legislature of this 
State or from any other interests which is inimical to ours. 

“I recommend that the Board of Directors be instructed 
to meet twice a year; about March 5 and September 5, and 
at such meetings to recommend to our members the styles 
and leathers which in their judgment will be the correct 
thing to buy for the coming season, as well as to recommend 
what per cent of their purchases they think it safe for the 
members to buy so far in advance of the coming season, 
and that this report of the directors be completed and mailed 
to our members for their guidance before they begin placing 
orders for another season. This in my judgment will be of 
untold value to our members, and I regret it was not put 
into action earlier for I believe it would have saved many 


also deal fairly with the manu- 
facturers in the matter of cancellations, which, he was frank 
to say, many dealers recently had not shown a disposition 
to do. 


Cancellation Question Discussed 


E. G. Thomas, representing Rice & Hutchins in Atlanta, 
was next invited by President Byck to give the dealers the 
viewpoint of the wholesaler and he pointed out the care 
shoe dealers should exercise in swallowing whole reports of 
price reductions being made by manufacturers and whole- 
salers on certain grades rather than ‘on their entire line, 
and likewise price reductions being made by shoe dealers. 
The speaker sees continued prosperity ahead with demand 
for shoes equal to the output capacity of the manufacturers 
with prices at present levels for the season ahead. He, too, 
believes that shoe dealers are overdoing their cancellation 
prerogative, but said that shoe manufacturers were much 
to blame for this condition because they have made of 
retailers a family of spoiled children by allowing cancella- 
tions and have fostered this condition on the basis of the 
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strong favoring the weak. He held that retailers should, 
in fairness, see also the side of the manufacturer and the 
damage done him in forcing a change over in mid-season 
of daily output. Adjournment was then taken for luncheon. 


Amalgamation Is Favored 


The Board of Directors’ meeting preceding the morning 
session favored the admission of retailers of South Carolina 
and Florida with a change of name to the Southeastern 
Shoe Retailers’ Association, to be formally acted upon 
Wednesday. This action resulted from the application of 
leading shoe dealers in attendance from those States. The 
directors also will recommend the creation of a Style Com- 
mittee to meet September 5 and March 5 each season to 
determine what styles shall be the vogue and to recommend 
to the association members such styles for purchase, also 
what percentage of buying shall be done early in the season. 
Directors will also recommend the organization of a Board 
of Arbitration or a committee which shall hear all disputes 
between members and manufacturers, the members to abide 
by the decision of the board whether for or against them. 
Directors are to hold their called meetings in rotation in the 
home town of each director with expenses paid by the 
association to and from these meetings, the object being 
to bring the activity of the State association close home to 
the merchants of each town in which the nine directors live. 

The after luncheon session opened with a talk on the 
excess profits tax illustrated with charts, by B, C. Bowen 
of the ‘“‘Boot and Shoe Recorder.’’ The next address was 
that of Ridley Wilkinson of Jacksonville, Fla., on the value 
of repair and findings department, in which he pointed out 
successful methods of operating profitable departments, 
claiming that findings form the five and ten cent store busi- 
ness of the shoe store and that if such business builds Wool- 
worth Buildings, then it will, if run rightly, easily pay the 
store rent. ‘‘The volume of findings sales depends upon 
time and interest taken in the department, with quick turn- 
over depending upon judicious buying,” he said. 

(Wilkinson’s entire speech, which was very good, will 
appear in full in our next Findings Section.—Editorial Note.) 

Next’ Fred S. Stewart of Atlanta spoke on advertising a 
retail shoe store. He drew from his successful career as a 
merchant to show that the average shoe store should figure 
from 2 to 3 per cent for advertising, and that the successful 
merchant depends first upon stocking the right kind of 
merchandise so that the salesmen can enthuse over it in 
selling; second, upon good advertising and publicity; and 
third, on flavoring all his business with service and fair 
dealing. He summarized by saying: ‘‘Early to bed and early 
to rise, work like hell and advertise.” 

Next Harold F. Podhaski of Atlanta, representative of 
The Shoe Retailer, spoke on efficiency in the shoe store. 
His remarks were from the viewpoint of the consumer and 
what the patron of a shoe store has the right to expect in 
courtesy and service, which makes for satisfied customers, 
which in turn’ makes regular customers. ' 





‘ | Columbus Man Gives Talk 


The next address was by W. L. Miller of Columbus, who 
spoke in place of H. Land of Land & Miller, who is now 
out of the shoe business, his subject being ‘‘Returns and 
Adjustments,” and his recommendation being that if shoes 
are defective because of the fault of the manufacturer, then 
do not hesitate to return them, but if not then, smile and 
take the loss and charge it off to advertising.» Because of 
less careful shoemaking during the war, he said, shoes 
have given customers shorter service at higher prices, which 
in turn have caused customers to expect these shoes to 
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wear two or three times as long. “But in the face of this,” 
he said, “‘when returns or adjustments between -manu- 
facturer and dealer arise, be fair with your manufacturer.” 

The next address was by Nathan Simon, shoe buyer and 
manager for department of Dannenberg Company of Macon, 
who spoke on the best method of compensating salespeople. 
He said that salespeople today are not to be dealt with as 
in days gone by; that there are two classes, one which is 
continuous with the store, having the firm and his own 
future at heart; while the other class has no interest in-the 
firm or himself, except the weekly pay envelope. The 
speaker endorsed and uses the method of 7 to 7)4 per cent 
on sales, with drawing account with balance, if @ny, in the 
form of a bonus payable at the end of each six months’ 
period for continuous and satisfactory service, but not 
payable if the salesman quits before the bonus period arrives, 
which is made clear when salesman is employed. 


Round Table Is Held 


Round table discussion on this subject showed that the 
merchants were keenly interested, with the speaker domi- 
nant throughout. The quizzing lasted for an hour. Mr. 
Simon displayed keen merchandising ability which stamps 
him as one of the leaders in the State. 

The next address was by Turner Jones of Valdosta on the 
value of good show windows as silent salesmen. This address 
is reproduced in full on another page. 

At the directors’ meeting, Tuesday morning, President 
Byck announced that he would not stand for re-election, 
preferring that the honor:should go to some other retailer, 

At seven o’clock dinner was served in the club house, 
and only the kind of food with which Southerners know how 
to tickle the palate graced the tables. The visitors from the 
North were quite all in from the excessive heat, but the 
Georgians were there with bells on, with the song that 
“Everything Down in Georgia Is Peaches.” 


Telegram From Geuting 

Augusta, Ga., June 16—The Wednesday session of the 
convention opened at 10.30, with President Byck in the chair, 
the first business before the delegates being the reading, 
by the president, of a long telegram from A. H. Geuting 
regretting his inability to attend the convention and con- 
gratulating the association on its growth under President 
Byck’s leadership. 

**The retail shoe business,’’ he wired, ‘‘is here to 
stay and on a more profitable, better and higher mer- 
chandising basis than that enjoyed in the past, thanks 
to the retail organizations throughout the country. 
No shoe dealer who has the gift of being a good shoe 
merchant need fear the future. Cut prices on mer- 
chandise which are confronting us all at the present 
time are merely a house cleaning process. In the 
olden days they used to read from ninety-five cents to 
a dollar ninety. Today they read from two ninety-five 
to four ninety-five. There will always be liquidation 
of out-of-style, seasonable merchandise. I caution 
you, therefore, to conservatism. - Hold fast to good 
shoes for reasonable prices. There is no violent break 
in price imminent. As long as labor and leather are 
high, shoes will be high. While there has been some 
recession, good shoes cannot be bought today as 
cheaply as a year ago. Now that the peak has been 
reached and a gradual lowering of prices is taking place 
it will be more difficult to merchandise than before. 
More energy, more care, better salesmanship, better 
store organization, careful accounting systems must 
be worked out.”’ 
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Officers Elected by California Association 








MAX SOMMER 
Secretary-Tréasurer 











A. C. KAUFMAN 


Director for Two Years 


ALFRED KATSCHINSKI 
President 














San Diego, Cal., June 14—The following officers 
were elected at the closing meeting here last week of 
the convention of the California Retail Shoe Dealers’ 
Association: 

President, Alfred Katschinski, San Francisco; 
first vice-president, W. A. Innes, Los Angeles; 
second vice-president, L. G. Brayton, Sacramento; 
secretary-treasurer, Max Sommer,‘ San Francisco. 
Directors for three years: L. G. Weggemann, San 
Diego; Charles McWilliams, Los Angeles; Chester 
Herold, San Jose; A. L. Gude, Los Angeles; and 


Carol Wills, Oakland. Directors for two years: 
Floyd Lester, Stockton; F. W. Bagley, Fresno; A. C. 
Kaufman, Sacramento; Henry Garcia, San Jose; 
C. A. Cover, Long Beach. Directors for one year: 
I. Rosenthal, San Franciso; H. E. Thompson, Red- 
ding; Michael Levy, Santa Barbara; Max Streicher, 
San Diego; Frank K. Heidlem, Los Angeles. 

It was decided that the next annual convention 
shall begin June 13, 1921, but the convention city was 
not selected, this being left to the discretion of the 
Board of Directors. 





Officers Are Elected 


Following the reading of this telegram, Joseph Ehrlich, 
chairman of the Nominating Committee, presented the 
following. report: 

For president, Charles P. Brady of Atlanta; for first 
vice-president, Nathan Simon, Macon; for second 
vice-president, A. C. Nichols, Savannah; for recording 
secretary, W. B. Fitzgerald, Atlanta; for secretary- 
treasurer, Emma McGrea of Valdosta; for directors 
(three years), W. S. Byck, Atlanta; J. W. Clisby, Macon; 
Frank Stellings, Augusta. 

No opposition developing to this ticket, the president was 
instructed by vote to cast one ballot—making the election 
unanimous. 

Chairman Ehrlich made it plain that only the insistence 
of Mr. Byck had prevented his re-election as president of 
the organization and made a short address in which he paid 
many compliments to the retiring president. 

Following this, came a number of interesting addresses, 
among which were those of Major Charles H. Cahill of the 
United Shoe Machinery Company of Boston, and Arthur 
Evans, president of the Retail Shoe Salesmen’s Institute 
of Boston.’ Telegrams were read from H. C. Towle, executive 
secretary of the Milwaukee National Convention Committee 


urging that all members attend the convention; and from 
Ault Williamson congratulating the association and hoping 
that the convention will result in great good to Georgia and 
Florida merchants. 


Tribute Paid to Woman Editor 


At the convention last week in San Diego of the 
California Retail Shoe Dealers’ Association, the 
following resolution was read before the assembled 
delegates as a tribute to Mrs. William J. Ahern, 
former editor of the Coast Reporter: 

On July 15, 1919, Mrs. William J. Ahern was laid 
to rest, a severe shock to all members of our associa- 
tion. “Whom God hath seen fit to remove from our 
midst to the world of eternal rest.” 

“Mother of our Convention” she was called. It 
was she who was responsible for our State organiza- 
tion and the success of our first convention. A noble 
woman has passed from us. Let us render her mem- 
ory the tribute of a moment’s silence, with bowed 
heads. 
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The Show Window as a Silent Salesman 


From the Address of Turner Jones of Valdosta, Ga., Before the Convention 
This Week of the Georgia Shoe Retailers’ Association 


HE subject that I am supposed to discuss is 
“The Value of the Show Window as a Silent 
Salesman.” I shall have to treat this subject 

from the viewpoint of the small shoe merchant in 
the small town, my business experience having been 
confined to the town of Valdosta, which has now only 
about fifteen thousand population. 

If you will permit me to do so, I wish to modify my 
subject slightly, for to my mind the show window is 
not a silent salesman, While the 
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Window equipment is also a thing of importance 
Unless you have draperies, mats, tables, display 
stands, window cards, etc., which are particularly 
suited to your style of windows, you cannot proper] 
display your shoes. The design, color and materia! 
of your window accessories should not be over- 
looked. 

They should harmonize both with your windows anc 
with the shoes to be displayed. When the preparation 
of the window is complete, the nex! 
thing is the arrangement of th 





window does not speak a language 
or tongue, it really does speak very 
forcibly of the style and quality of 
shoes you sell, and of the character 
of the business conducted inside. 
Just as the face of every man is an 
“index to the soul,” so the window 
acts as an index to the store, and 
the appearance of the window is, 
therefore, of utmost importance. 
Not only is the appearance of 
the show window of vital impor- 
tance, but that of the entire store 
front. The entrance should be 
simple though attractive and in- 
viting, and window and front 
should thoroughly harmonize. 
Your salesmen can no doubt sell 
your shoes when the customer is 
once inside. The problem is how 
best to draw them in. The answer 
would apparently be in making 
your entire store front attractive. 





TURNER JONES 
Of Valdosta, Ga., Whose Ad- 
dress Was One of the Features 
of the Georgia Convention 


shoes. Shoes should be placed in 
the window in pairs. Women like 
to see the heel of a shoe, the inside 
of the arch; and they are es- 
pecially interested in the vamp 
line. These are points which 
should be carefully observed in 

' dressing the window with women’s 
shoes. 

Place a couple of walking canes 
in the window you are dressing 
with men’s shoes and note the 
effect. Men as well as women like 
a window that is classy and nobby. 
Use dolls and toys in the window 
for the children’s display. 

Change the windows, especially 
for women, every few days. A 
window display of all white shoes 
is especially effective in season. 
Place all your styles in the win- 
dows, but not all at the same time. 
One week show shoes with English 








Every store front should be de- 
signed to fit the immediate locality 
it serves, the class of merchandise sold, and, in short, 
the characteristics of the individual merchant. The 
kind of window best suited to your store perhaps 
would not do at all for the store of Bill Smith, and 
his window would be entirely out of place and har- 
mony with your store. Therefore the first and one of 
the most important things is designing, making the 
windows and front just as attractive as it is possible 
to make them. Just keep in mind that these show 
windows are nothing less than out-door display cases 
the construction of which should be such that they 
merely serve as a setting for your merchandise. The 
goods themselves will be the first thing to attract the 
eye of the prospective purchaser. The floor of the 
window should not be less than eighteen inches above 
the level of the sidewalk . 


toes. Next week show them with 
broader toes. Substitute light for heavy displays 
especially in your high-grade shoes, and your turn- 
over will show a heavy increase. 





Rhode Island Outing, July 21 


Providence, R. I., June 16—The Rhode Island 
Retail Shoe Retailers’ Association will hold its 
Summer outing on July 21 at the well-known War- 
wick Club, situated on the eastern shore of Narra- 
gansett Bay. The committee of which Roy Whit- 
more is chairman is endeavoring to make this the 
banner event of the season. Mr. Whitmore states 
that a “ripping” good time is in store for all those 
who attend. 
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Circus Vies for Favor with Mammoth Shoe Sales 


Lynn, Haverhill and Boston Manufacturers Put on Rival Attraction 
by Offering Footwear to the Public 


Boston, June 14. 


HIS was circus week in Boston. Monday 
morning the big parade took place—a generous 
assortment of animals, clowns, rough riders and 

freaks. The day was bright—a typical June day; the 
people were out en masse. Never were Washington, 
Tremont and the streets adjacent more congested. 
There was a counter attraction—none the less 
spectacular—the big shoe sales put on by Lynn, 
Haverhill, and Boston manufacturers. 

The manufacturers’ sales to the public started a 
little earlier than the circus parade, and the people of 
Boston and vicinity who had read all about them in 
the Sunday papers flocked to the stores. The one 
which attracted the most attention was held in the 
big building bounded by Washington, Essex, and 
Hayward Place, and was advertised as that of ‘The 
Associated Lynn Manufacturers (P. J. Harney Shoe 
Company, Lynch Shoe Company, managers). 


All Shoes at One Price 


The shoes were offered at one price—$5.50 and were 
announced as having been “‘made to be sold at retail 
for $12.50, $15 and $18. These shoes were welts and 
turns. 

The ad read—*“‘$1,000,000 worth of highest grade 
women’s shoes to be closed out at a loss to the makers 
and a fourfold saving to the public—all to go at one 
price.” 

It was further explained that “manufacturers were 
forced to hold this sale to protect their interests; that 
the stock comprises shoes that have been and are 
being sold by the most exclusive retail stores in the 
United States today.” 


The Crowd Arrives 


At nine o’clock, the opening hour, long lines of 
people were drawn up before the two Washington 
Street entrances, where they had an opportunity to 
review the story told in the Sunday paper advertise- 
ments. 

When the doors were opened, the crowd came in 
with a rush. Eleven policemen and a sergeant took 
care of the mob. It was plainly announced on the 
cards displayed conspicuously in the windows. 


Styles Designated by Numbers 


“Avoid delay inside by picking your style number 
here,” and each sample had fastened to it a ticket 
reading—‘‘Ask for Style No.—’’ Many of the women 
wrote down the style numbers wanted, with their size 


and width. Others did not. When a customer 
arrived inside, she was advised: “If you do not know 
your size get it here.” A clerk was on hand with a 
size stick. Another sign read—‘‘If you know your 
size, please don’t hang around here.” There were 
signs all over the place—on every post, and all over the 
walls, such as—“‘Be sure to mark the width you want 
on the sales ticket;” “Please don’t block the passage- 
ways’; “Help the Police, Don’t loiter’; “Every Sale 
Final’; “Hand your sales slips to the man at the 
door.” 

Sign boards with red arrows pointed out the way to 
the various style numbers. These style numbers were 
arranged in sections. The customer either selected 
the style number outside the building by the samples 
displayed in the windows, or she went to the various 
trays where the goods were displayed and secured 
the style number. 


Paid for Shoes—Then Got Them 


She then went to the cashier who was in the section 
marked with the style number which she had selected 
and paid for the shoes—after which she could try them 
on if desired. While ““No Refunds, no exchanges, and 
All Sales Final” was marked plainly on various bulle- 
tins in the store, nevertheless in many cases, the 
money was given back and in other cases exchanges 
were made—all, however, before the customer left 
the store. One customer complained that the right 
sizes were not marked inside the shoes, as she had 
been back with three pairs and was trying for a fourth 
time to get fitted. 

There was a “trouble man,” who made the ex- 
changes and attended to other details—and he was 
kept busy. His section was the most popular of all. 
The crowd surrounded him with upstretched hands, 


holding aloft shoes which did not fit and which they 


wanted exchanged for others, or their money back. 
“The trouble man” shouted his instructions through a 
megaphone, both to the purchasers and to the store 
force. 


And Just Across the Street 


On the opposite corner of Hayward place and 
Washington the Public Shoe Store (once the site of a 
liquor store) was holding what was announced as 
‘‘A Manufacturers Shoe Sale.”” Other signs read— 
“Manufacturers Shoe Sale—Shoes Sold Below Cost. 
This is your chance to get two pairs of Shoes for the 
price of one.’ 

There was a motley %ollection of women’s shoes 
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and slippers tagged $5.45, and announced as “Made 
to retail at $11 and $12.50. There were also some 
men’s shoes priced at $4.75, and announced as 
“Made to retail at $9 and $10.50. A lot of cheap 
canvas shoes were tagged at $2.45, announced as 
“made to retail at $4 and $4.50.” 


A Well Conducted Sale 


A well-conducted sale was duly advertised and 
announced by the William Filene’s Sons Company. 


Unexpected Undreamed Of 


But Never-the-less True 


ONE CENT SALE 


Waltz & Kinsey Shoe Co. have Selected fro mtheir fine stock of shoes several hindréd pairs of fine. 
Dress Shoes with high heels and low heels, in black, white, brown, grey and novelty .colors in Vici 
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people eagerly rushed into the store. Two policeman 
were all that were necessary, because the Filene store 
knows how to handle crowds and there was no con- 
fusion. The space where the sale was held was 200 
feet long and about 50 feet wide. 

One hundred trained clerks and shoe fitters and 
eight expert cashiers were in attendance. The custom- 
ers went to the booths, picked out any pair they wished 
and spent as long as they liked at each booth. They 
then took them to some nearby chair and tried the 
shoes on. If they fitted, the 
salesperson nearest completed 
the sale. 

Each pair of shoes carried a 
parcel price ticket. The sales- 
person recorded the number on 
this price ticket and then took 
the customer to the cashier. 
The price ticket was inserted in 
the register, the lower part cut 


off and dropped into the regis- 





Kid, Gun Metal, Calf Skin, Patent Leather, etc. to be sold for one Penny. 





Men’s Dress Shoes Ladies’ High Grade 


black and dark 
4-4 = brown, also black 
road toes. Reg. 


_ Why Pay High Prices 

when here you will find a lot of 

Ladies’ tis Shoes in buttons, 
low heels, 


regular price $7 to $8. 


oh 
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Another Lot of Ladies’ 


Shoes for dress. Ry yh 
Engh hea and military 
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Here Men Don’t Miss 
These 


snl’ sol $6 goed serene Wert 
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For First 
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‘All Our 25¢ Polish 
and Shoe Dressing 
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Everybody Should Be 
Here at These Prices 

Here is one lot of Ladies’ White 

ae Te sean tegaes $420 
$7.00 values. 

NO Sesses rat. 





Tair Dress Shoes 
fect. ct Reg 38 OHO values, 
$4.06" 10%, 
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Black, White, Two Tone. 
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Misses’ White Canvas Mothers,Look! | Here’s Another One 


Oxfords, a nice cool shoe for 
summer wear, size 844 to 2— § lace, stubb toes and English last. and lace shoes. 
Regular $4.00 values, Regular $5.50 to $6.50 values, 


S200 10 nan [SACO 10 sie, [$8290 0 a ne 





Misses’ all hi in 
Boys’ School Shoes, button or A. t +) - cal ses 
= 


Children’s White High 
Shoes 


and Strap Slippers. Regular $3 
and $3.50 values, 





~~ 





Don’t Forget, Thursday, Friday and Saturday For These Bargains ! 


Waltz and Kinsey Shoe Company 


228 E. Main St., ‘Alliance, O. 
Have We Come to This? 


This was held at Filene’s Annex to their automatic 
bargain basement, where more than $200,000 worth 
or 20,167 pairs of women’s low shoes, commencing on 
Monday morning, June 14, were placed on sale. 
These shoes were seasonable styles and consisted of 
almost. every style known. Filene guaranteed money 
back on any unsatisfactory purchase. These shoes 
sold at $2.65, $3.95 and $4.65. The sizes ran from 
2% to 8, AA to E. 

At nine o’clock, the openfhg hour, a big crowd of 


$8 to $10 4 ! 


lack, grey, two tone ef- 


ter, thus recording the sale for 
the store, also the salesperson’s 
number and price; the salesman 
gave the cashier the money and 


- the cashier handed the change 


to the customer, with one part 
of the parcel check as a receipt. 


Another High-Grade Sale 


Another high-grade sale was 
instituted by the Gilchrist Co. 
The shoes were offered at $5.50 
and the shoe department was 
thronged. As Manager Fred W. 
Small remarked—‘“If we had 
been given a chance to buy 
these shoes that are being of- 
ered by the manufacturers, we 
would have bought them, but 
we were given no opportunity 
to get this stock. However, I 
regard these manufacturers’ sales 
as much like a circus coming to 


_town. They will stay here only 


about a week or so and then 
will depart. They will defeat 
their own end.”’ 


Manager John W. Goebel of the Walk-Over Shoe 


Shop stated—‘‘These manufacturers’ sales have not 
affected our business at all. We have a regular line 
of customers to whom we sell service besides shoes. 
There is no fitting service in these sales to amount to 
anything.” ’ 

At the store of Henry H. Tuttle Company, Manager 
John Fischer stated—‘‘We do not know that these 
manufacturers’ sales are on. Our store is doing a 

(Continued on Page 64) 
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First Principles of Orderly Business 
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The Loose Methods Employed in Shoe Buying Make Imperative a Co- 
Operative Effort to Overcome a Trade Abuse 


™ HAT is to be done? Continue practices that 
W\ inevitably bring about the same chapter 
of cancellations of obligations or develop a 

high moral standard of business? 


“Is it not time to develop a modern and up- 
right code of business ethics? It may take 
weeks, months or years, but every effort should 
be made to bring about a standard. Every honest 
order is an honorable contract. Let us start 
the upbuilding NOW.”’ (Editorial in “Recorder” 
June 12). 

An authority in the shoe industry has given us the 
following most thorough exposition of the first principles 
of orderly business. The facts are worthy of immediate 
consideration as an upbuilding factor in a new platform 
of ethics in manufacturing and merchandising: 


Conditions in the shoe industry today, such as 
sales of shoes at retail by manufacturers—daily re- 
ports of quantities of shoes returned to manufacturers 
by wholesalers and retailers—daily reports of requests 
for cancellations of Fall orders by a retailer—must 
make any student in the industry ask himself— 
“What is fundamentally wrong—why are _ these 
things happening unless there is something funda- 
mentally wrong?” 

Every analysis of these conditions seems to point 
toward one answer—orders for shoes are not properly 
placed by retailers nor properly accepted by manu- 
facturers. As we understand it, the common method 
of placing orders is one which does not permit the 
retailer to acceptance of the goods and unless the 
manufacturer acknowledges the order, does not com- 
mit him to the delivery of the goods. 


Loose Methods of Business 

When you take into consideration the millions of 
dollars invested in shoe stores and shoe factories, the 
millions of dollars represented by one season’s sales 
to the public, it is apparent that a tremendous in- 
dustry is being conducted on loose methods and that 
any upset in fundamental conditions is very likely to 
bring on a period of hysteria. 

We were advised that from time to time manu- 
facturers have considered the question of signed 
orders. But, almost without exception, the subject 
has never passed the point of consideration. It seems 
to us that in a great and honorable industry, such as 
ours, the business should be conducted generally on 
a conservative and dignified basis. 

In considering the subject of signed orders, the 


first thing is naturally the legal aspect and what the 
law requires. The underlying principle of the 
“Statute of Frauds,’ under which statute any con- 
troversy between the buyer and seller would be settled, 
is that no action can be brought to enforce certain 
contracts and conveyances in court unless the plain- 
tiff produces a writing signed by the defendant, as 
required by the statute. y 

Assuming for a moment that any order for shoes 
will amount to at least $500, the significant portion 
of the “Statute of Frauds” reads as follows: 


*““A contract to sell or a sale of any goods or 
choses in action to the value of $500 or upwards 
shall not be enforcible by action*****unless 
some note or memorandum in writing and the 
contract or sale be signed by the party to be 
charged or his agent in that behalf.” 


Advantages to Merchant 


The next consideration is—what are the advan- 
tages? For the retailer, we believe the advantages 
are as follows: 

First: When he realizes that every order is a 
definite contract, his orders will be placed with 
more care. There will not be lurking in the back 
of the buyer’s mind the thought that if this 
order is too heavy, all or part of it can be can- 
celled later. 

Second: More careful buying will produce a 
more diversified range of delivery dates in ac- 
cordance with the demands of the retailer’s 
business. Today many retailers are accustomed 
to buy their entire season’s requirements on 
two or three delivery dates. 

Third: More careful buying, with a more 
diversified range of delivery dates, will lessen the 
retailer’s requirements of his banker—a condi- 
tion most desirable, not only at present, but at 
all times. 

Fourth: More careful buying will bring forc- 
ibly to the retailer’s attention his available stock 
already on hand and cause him to take into con- 
sideration in anticipating the requirements for 
any season every pair of shoes on his shelves or 
on order. This will naturally result in greater 
turnover. : 

Fifth: Greater turnover will result in cleaner 
stocks, a smaller accumulation of odds and ends. 

Sixth: Greater turnover and smaller orders 
will keep the retailer closer to the level of a de- 
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clining market, and, consequently, make his 
prices to the consumer more attractive. 

Seventh: Smaller orders and more diversified 
delivery dates will result in the receipt of goods 
more nearly at the time requested, because it 
will help to reduce the height of peak loads in 
shoe factories. 

Eighth: Signed orders will prevent the appear- 
ance of bargain sales of shoes by illegitimate re- 
tailers and thus overcome the necessity of com- 
peting with anything but a retailer’s legitimate 
competitor. 

Ninth: Signed orders seem to be a necessity 
for the protection of honest retailers who recog- 
nize their moral obligations, just as the laws of 
this nation are made and enforced to protect 
society from the small minority who are not 
law abiding. 


To the Manufacturer’s Advantage 

Now as to the benefits to the manufacturer: 

The definite advantages to the manufacturer are 
perhaps not so numerous, but they are just as funda- 
mental. The question before a manufacturer today 
must be this—Shall we prefer a momentary inflation 
of our sales to a conservative policy of doing business 
on the basis of assured orders only? Certainly a 
basis of assured orders only would seem to be dic- 
tated by the prospective market conditions of the 
more or less immediate future. 

Today, with the present method of receiving 
orders, shoe manufacturing is very much a specula- 
tion. Millions of dollars’ worth of shoes are being 
made up with the hope that they can be delivered, 
but no assurance. Manufacturers are compelled in 
order to make their deliveries to buy leather at cer- 
tain times, regardless of the condition of the market. 
This oftentimes means an investment at an un- 
favorable time. In addition, they tie up their money 
in labor preparing in advance for a retailer or a whole- 
saler certain merchandise which has been ordered. 
It is most unfair for the manufacturer to be placed 
in the position of being unable legally to deliver that 
merchandise, provided he manufactures it according 
to specifications and delivers it approximately on 
time. 

Present conditions have perhaps brought out 
more forcibly than ever before this loose method 
and we believe that not only the manufacturer 
but the retailer will welcome a co-operative de- 
cision to overcome a trade abuse which today is 
working serious harm to the industry. 





Boston Retail Salesmen Meet 


Boston, June 15—‘‘A real time’’ was the general 
comment of those who attended the June 15 meeting 
of the Boston Retail Shoe Salesmen’s Association. 
This was the closing meeting of the season and 
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festivities commenced with a dinner, served at the 
Wedgewood. The speaker of the evening was Carl B. 
Johnson, editor of the Franklin Sentinel, who enlivened 
his remarks entitled “On the Broad Highway” with 
witty stories. 

The Massachusetts Retail Shoe Merchants’ Asso- 
ciation was represented by I. B. Howe and Councilor 
H. E. Hagan, who gave an interesting talk. Mr. 
Howe responded for the Welfare Committee on uni- 
form Saturday closing hours for the smaller stores. 
Councilor Hagan’s talk was on present business con- 
ditions. 





CIRCUS VIES FOR FAVOR WITH MAMMOTH 
SHOE SALES 


(Concluded from Page 62) 


fine business.” This establishment started this week 
a 20 per cent discount sale and the public who had 
been waiting for this event flocked to the store and 
made big purchases. 


Merchants Give Opinions 


P. F. Girard, store manager of the Oblast Shoe 
Store, 505 Washington Street, said—‘‘Business with us 
last week held up well. The public found that the 
manufacturers’ sales did not give them many lines 
wanted. For instance, they have a lot of medium 
lines, but not the end lines. One day last week, I 
sold eight pairs of 8’s in women’s shoes. They are 
short of many of the desired widths. The public of 
course feel dissatisfied when our stores do not meet 
the prices offered by the manufacturers and it is 
difficult to explain matters. However, it is a fact that 
not more than 5 per cent of people know the size 
that really fits them. When they go to a manu- 
facturers’ sale and buy shoes that do not fit, they will 
not wish to repeat the proposition.” 

C. W. Pollock, store manager of the Thayer McNeil 
Company, stated-—‘“These various sales are‘having no 
material effect on us. We are doing a tremendous 
business, especially on white goods. We have not 
changed our selling policy one bit and do not 
intend to.” 


Merchants’ Association to Act 


The retail shoe merchants of Boston are thoroughly 
aroused over the action of the manufacturers. A 
special meeting of the Massachusetts Shoe Retailers’ 
Association will be held on the evening of June 21 
at six o'clock, dinner at 6.30, at the Shoe Trades’ 
Club to work up a construetive program to meet the 
present emergency. The need of organized effort ‘is 
earnestly urged in a letter to members, written by 
H. E. Hagan. It is important that every retail 
shoeman be present. A legislative committee of 
three has been appointed, consisting of H. E. Hagan, 
J. J. Buckley, and C. W. Pollock. 
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Merchants to Discuss Question of Cancellations 
Will Be One Live Topic Before Massachusetts Convention, to Be 





Held in Connection with Style Show 


big National Shoe and Leather Exposition 
and Style Show in Boston next month al- 
ready assured beyond question, the organizers of 


\ N 7 ITH the industrial, phase of the forthcoming 
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GEORGE R. WALMSLEY 

Director of Style Show, Na- 

tional Shoe and Leather Expo- 

sition and Style Show, Inc., 
of Boston 














the “big show’ are bending every effort to bring 
to the ‘‘Hub” during the week of July 20-24 a record 
attendance of merchants, wholesalers, manufacturers 
and other representatives of the allied industries. 

Letters inviting affiliated action and co-operation 
in giving publicity to the event have been sent out 
to no less than two hundred national, state and local 
organizations of the trades, and it is safe to assert 
that there never has been such a wide-spread invita- 
tion of its kind in the annals of the shoe and leather 
industry. 

The general convention of shoe retailers which is 
to be held in connection with the exposition at 
Mechanics Building, July 21 and 22, will be an im- 
portant magnet, and the officers of the Massachusetts 
Retail Shoe Merchants’ Association are leaving no 
effort untried to reach every merchant in New Eng- 
land, while the Exposition Association’s officers are 
bending their efforts to interest as many merchants 
as possible outside of New England. 


Cancellations to be Discussed 


At the retailers’ convention the various problems 
confronting that branch of the industry just now, 
including the cancellation question, will be discussed by 
represeritative speakers, and the closing feature of this 
part of the program will be a general trade conference, 
probably on the afternoon of July 23, at which lead- 
ing. representatives of the hide, tanning and shoe 
manufacturing and wholesaling and retailing indus- 
tries will give their views of the situation and the 
future. 

The merchants have an active committee at work 
on this interesting two-day program, including Presi- 
dent J. J. Buckley of the Massachusetts Association; 
W. W. Willson who performed such prodigies of work 
for the Retailers’ Convention here last January; 
Hollis B. Scates of William Filene’s Sons Company, 
and Henry E. Hagan of Boston. These men in fact 
all had much to do with the success of the recent 
January convention and exposition. 


Shoe Travelers Active 


In the meantime the local shoe travelers are coming 
along strong with their co-operative work, headed by 
the Boston Shoe Travelers’ Association. Syd Curry, 
president of the association officially represents his 
organization on the general Hospitality Committee, 
and Charles F. Maxwell is also on the committee. 
The officers of the association held a meeting this 
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week to take action on the invitation to co-operate, 

sent the association some time ago by the Exposition 

and Style Show Association, and to arrange for volun- 

teer workers on the Reception Committee. 
Incidentally, they discussed the details of the big 
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PORES PEELE LIE EL ETE GREET 


White shoe window of the Walk-Over Shoe Shop, 170 Tremont Street, Boston. As soon as the white season opened, Manager 

John W. Goebel got busy. The shoes were displayed on drapes of green velour. The background was of oak. Prices were given 

as $6.50, $8.00, $8.50 and $9.00. No reduction sales will be held at this store before July or August, as business is good and no 
reason for a sale exists. The sales of white shoes are particularly heavy just now 





outing which the association is to have at the grounds 
of the United Shoe Machinery Corporation at 
Beverly on Friday, July 23, and at which they con- 
fidently expect to have the largest number of members 
and guests in the many years’ history of their or- 
ganization. 

Applications Many in Number 

General-Manager Chester I. Campbell has been 
daily receiving large numbers of applications for ex- 
hibit spaces at Mechanics Building, and allotments of 
these spaces are about to be made. Mr. Campbell is 
very much pleased at the interest the trade is mani- 
festing in this department of the “big show.” 

There will be at least one foreign exposition, that 
of the Bally Company, the famous Swiss shoe manu- 
facturing concern, whose merchandising activities 
are world-wide. — 


The Executive Committee of the exposition or- 
ganization held a special meeting on Tuesday of this 
week to discuss various details of the Mechanics 
Building program, and received favorable reports 
from the various committees. With more than 
eighty underwriting concerns, the proponents of the 
new enterprise feel highly encouraged as to its perma- 
nency, and are eager to start out on their proposed 
world-wide canvass in behalf of the 1921 Exposition 
and Style Show. 


New Shoe Store 


Mulholland & Collins, the new Saratoga retail © 
shoe concern, has purchased the stock of R. C. 
Bunyan of Ballston Spa, N. Y., and is closing out 
the stock to the public in a mammoth sale, while 
awaiting the completion of their new Saratoga store 
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Minneapolis Has Model Shoe Store 


Everything, from Window to Cashier’s Cage, Carefully Planned 


HE Family Shoe Store, corner Nicollet and 
Washington Avenues, Minneapolis, has at 
last completed its extensive scheme of re- 
modeling and enlargement and now possesses one of 
the most attractive and complete retail salesrooms in 


Looking Toward the Children’s Department in the 
Family Shoe Store, Minneapolis 


the Twin Cities. The quarters have been elaborately 


redecorated and rearranged and many new fixtures 


added. , 

The Family Store now boasts two impressive 
entrances, the main one on Nicollet Avenue and a 
smaller one at the corner. These are well designed, in 
accordance with the most modern system of store 
architecture. The main entrance is of generous width 
and twelve feet deep, the sides being lined with dis- 
play windows. The entire window arrangement 
is carefully planned and very attractive. The back- 
ground is of ivory while the necessary life and color 
are furnished by blue velvet floor mats and large 
wicker and ivory vases containing masses of artificial 
Spring flowers and leaves. Glass shelves and stands 
are used for the very effective display of Spring shoes 
and oxfords. 


Babies’ Bootery in White 


A visitor entering at the main door finds the ladies’ 
department at his left and the men’s at his right, while 
directly ahead is the stairway leading to the basement, 
where the least expensive merchandise is handled and, 
farther on, the children’s department and babies’ 
bootery. The last is a dainty affair, finished in white, 
with furniture designed to accommodate the very 
smallest people. Above it is the balcony, containing 
the offices and cashiers’ desks, all equipped with most 
modern appliances. 

The smaller entrance leads directly into the men’s 
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department, a very businesslike yet attractive and 
homelike room. ; 

The ladies’ salesroom is the feature of the store and 
is very fine indeed. The display window, extending 
across the entire front, has full length casement 
windows for background, giving abundance of light. 
Just back of it are the cases for the very complete 
stock of spats, hosiery, buckles and other incidentals. 
The rest of the commodious room is given over to 
chairs and shelves for the immense stock of women’s 
footwear. 

Silver Gray Woodwork ; 

Just at the left of the entrance between the ladies’ 
and children’s departments is the wrapping and 
delivery cage, which harmonizes well with the-general 
scheme of decoration. Its rail and counter are of 
mahogany finish and the cage is raised three feet 
from the floor, the space beneath being used for more 
display windows, with the same color scheme as the 
outside ones, ivory, blue velvet and Spring flowers. 

Mahogany chairs are used throughout arranged 
in rows down the center of each room. Silver gray 
tones predominate in the woodwork and the metal 
ceiling is of that color, blending artistically with the 
elaborate system of indirect lighting. 

The remodeling and enlargement have been com- 
pleted at a considerable expense and the result is a 
very beautiful and metropolitan store. The changes 
were made necessary by the company’s rapidly 





Men’s Department—The Family Shoe Store, Minneapolis 


increasing business; the new equipment will enable 
the salesmen to handle the immense business with 
greatest convenience. 

The officers of the Family Shoe Store, Inc., are M. 
C. McLean, president; and C. L. Chase, secretary and 
treasurer. 























This store has been in business for more than owe y 
establishment has been arranged to make it an attractive an 





ears, and is recognized as the leading high-grade shoe store of Vancouver. 
comfortable one for customers. 


We present herewith illustrations and plans of the new store of the Edward Stark Shoe Company, Limited, of 693 Granville Street, Vancouver, B. C., 
which is considered one of the finest shoe stores in the Dominion. ‘ : 
ew of the outstanding features of this store are the hosiery and findings department; the stock cartons of a tan shade, to match the South American 


Af 
gum wood which is carried out in panelings, shelving, desks and showcases; the stenciled walls and ceilings, and the heavy leather opera chairs. ey : 
Everything in this 








Froor Pran orf Store. 
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What Does the Wage Earner Want? 


He Spends 43.1% for Foodstuffs, 17.7% for Shelter, 13.2% for Clothing, 5.6% for 
Heat, 20.4% for Sundries---The Phrase, “Fruits of Production,”’ 
Does Not Mean “a Share in the Profits’’ 


By MAGNUS W. ALEXANDER, Before the Tanners’ Council 


HAT do wage earners demand? First of all, 
they want more wages, at any time, than 
they are getting. That is a perfectly natural 


don’t hear of some—we also hear that the higher 
wages are demanded because of the increased cost of 
living which has made the old wage inadequate for 
the maintenance of a decent American standard 


demand. And you and J want the same, only we 


express it in terms 
of profits; that is our 
wage, the wage of 
management and of 
capital. Secondly, the 
wage earners - want 
more time for leisure; 
and that demand is 
equally natural. And 
they want more of 
the comforts and luxu- 
ries of life. And, above 


all, they want more 


recognition that they, 
too, are human beings, 
co-workers in the in- 
dustrial field. 

Can we deny that, 
abstractly, these de- 
mands are justifiable? 
Certainly not. Should 
we deplore the fact 
that there is a con- 
stant dissatisfaction 
among the wage earn- 
ers of the country? 
I maintain that we 
should not. If there 
were no _ dissatisfac- 
tion, stagnation would 
set in and stagnation 
would lead to national 
death. Dissatisfaction 
is the basis of progress. 
What we want to do 
is, not to prevent 
wholesome dissatisfac- 
tion, but to keep it 
within its proper 
bounds. We want to 








Significant Raises in Wages 


With a clear understanding of the meaning of cost 
of living data and with correct figures relating to cost 
of living increases ascertained, we can intelligently 
consider the relationship of wages to the cost of living. 


Careful studies of wage changes in major industries - 


for the period beginning with July, 1914, and ending 
March, 1920, have shown that in every instance wages 
had risen more and, in many cases, much more, than 
the cost of living. The data accumulated and plotted 
in curves tells the story separately for men and for 
women, for hourly wage rates and for weekly earnings, 
for unskilled workers and for the principal branches of 
semi-skilled and skilled employes. 

The rise in wage rates and weekly earnings has been 
especially marked in the case of women who in years 
past were generally paid considerably lower wages than 
men doing similar work. Through the pronounce- 
ments of the National War Labor Board in 1918, the 
practice of paying women equal wages with those paid 
to men for equal quantity and quality of output under 
similar conditions was established and has since be- 
come quite generally accepted, and accounts for the 
rapid rise of women’s wages. ' 

This wage investigation also shows that in those in- 
dustries at least which were devoted principally to the 
manufacture of munitions and other war materials, 
weekly earnings, because of the large amount of over- 
time work at increased wage rates, rose faster than wage 
rates and, upon cutting off of much of the overtime 
work after the signing of the armistice, fell even though 
wage rates continued to increase. 

Fortified with the knowledge of the flow of wages and 
the cost of living an employer can meet his employes 
in their demands for wage increases with a persuasive 
presentation of the facts of the case rather than with a 
mere denial of the demand. The latter, as previously 
stated, will in its reaction cause dissatisfaction and 
perhaps a strike, while the former will usually lead to 
justice in the treatment of the demands. 








of life. On the part 
of the employer, 
the answer to suc! 
demands has usually 
been merely one of 
resistance and of ne- 
gation without the 
facts which woul: 
justify such resistance . 
or negation at hand 
to support the em- 
ployers’ stand. But 
because the demand 
was met merely by 
denial, without any 
attempt to convince 
on the basis of facts, 
the resultant dissatis- 
faction of the employes 
readily turned into 
strife and strike. 

On the basis of five 
to a family, the Na- 
tional Industrial Con- 
ference Board found 
that the cost of living 
as between July, 1914 
—just before the out- 
break of the World 
War—and April, 1920, 
had risen 96.6 per cent 
for the country as a 
whole. 

Often, of course, 
proof that wages had 
already risen more than 
the cost of living will 
not suffice to prevent 
further insistence upon 
wageincreases. It isin 


make it express itself in wholesome rivalry, rather 
than in strife and strike. 

Whenever we hear nowadays of a demand for 
higher wages—and it is a rare June day in which we 


keeping with modern economic thought that 
the wage earners are entitled to a greater share 
in the fruits of production than has heretofore been 
the case. 
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An Entire Window. — of Little Windows 
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windows has been 

very much admired 
the past few weeks by Bos- 
ton’s public. It is a de- 
cidedly novel idea and was 
originated by. D. Morey, 
window trimmer for * the 
S. S. Pierce Company, a big 
retail grocer. Mr. Morey 
was assisted in carrying out 
this idea by H. G. Treno- "7 
weth. We have shown in mi hn 
our delineation how this iH il 
window can be re-adapted wn aac al — Milan a =f : 
for shoes. 

One of the first essentials Top Surface "FLOOR PLAN 

in attractive trims is wall — 
board—and it was wall 
board in this instance that Front Wall~Beaver Board~ Dotted lines show Width of Openings 
was used to build the little RE EEA tT eee ELE ET A AE AAP ot Se ee ed 
windows. A strip 18 by 22 Showing Adaptation Worked Out by “Recorder’s’” Window Trim Expert 
was painted a medium shade 
of green. On the fresh paint, sand was sprinkled resembling rocks. A platform raised about; two 
until it resembled concrete; the stucco effect around inches from the surface of the big window was 
each little window was produced by painting the papered and painted off into blocks to represent a 
wall board so that it was divided into sections (Continued on page 73) 
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The Display as Seen from the Street in the S. S. :. Pierce Store 
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Shoe Fitting in 1920 


*““Recorder’’ Lesson No. 11 


The better the fit the better the wear. 


Price and profit then become a pleasurable 
acknowledgment of service. 


The How and Why of Treating 

Troubled Feet as Solved by Ex- 

perts Who Have Met with Every 
Form of Foot Trouble 


No. 11—The Low Instep 

MONG the troublesome feet that you are 

called upon to fit is the long, slim foot with 

instep below the normal measurement. The 
illustration herewith isan excellent type of low instep, 
and may be called a “shoe man’s foot.”” It is a well 
known fact that a large percentage of shoe men’s feet 
are of the long, slim, low instep type, and many of 
you ask your manufacturers to get out a special pair 
for your own use. 

To illustrate: Your customer may wear a 7C, that 
may be perfect in all respects except the instep, which 
requires a B. Try this out for an experiment if your 
customer can wait six or eight weeks. 


Try a Special Order 

Have your manufacturer take a 7B last (the nearest 
shape to what would be right for the foot), ask him 
to leather over ball to a C measurement, leaving the 
instep well open when lasting. The result will be that 
you will get the C ball (which you needed) with B 
instep. This will cost several dollars more, but your 
customer should cheerfully pay the difference for a 
custom fit. 

You may not always have the opportunity to get 
out a single pair with the changes indicated, and may 
have to do the best you can from what you have in 
stock. 

Do Not Fit Short 

In fitting the low instep there is the temptation to 

reduce the instep measure by fitting a half size short. 





New faces at the fitting stool 
mean a keen interest in the first 
principles of shoe selling. Scarce a 
store in the country but numbers 
the addition of men whose knowl- 
edge of feet and footwear is limited 
to the ‘‘first hand”? knacks of get- 
ting sales. If by a series of AU- 
THORITATIVE ARTICLES we can 
give more light on “‘the first duty of 
the retail shoe salesman—fitting 
human feet’’—then we will have 
started our 1920 educational pro- 
gram correctly. Study these types 
and apply the suggestions to your 
fitting-stool experience. 











This may be safe with the high toe lasts, and you may 
get by, but remember that this type of foot is not 
adapted to ahigh toe last. This very fact makes 
fitting shorter, in’ order to reduce the instep measure, 
dangerous. Look out for this pitfall. “With the foot 
indicated. in No. 11 illustration, you will find that the 
straight formed, rather wide receding toes are far 
better, and there are a few ways that will help you 
not only to get by, but give the customer a very com- 
fortable and good looking shoe. 


Try a Good Partial Insole 


In the first place if your customer has a C ball and 
B instep take a C last and have a false sole cut to fit 
into the shoe from some smooth, clean, light leather, 
belt leather is excellent. Do not have it run full 
length, only from heel to just back of ball; be sure 
where it comes under ball that it is skived to a 
feather edge, cement it thoroughly and you will have 
reduced a C instep to a B, and be able to fit a C ball 
and B instep perfectly. 

If it is a button boot you are fitting, a slight setting 
back of the buttons will assist materially. If you are 
fitting a lace boot with the same difference between 
ball and instep, setting back the lace stay will take 
care of the extra fullness of leather over instep and 
ankle. 

The tongue pad is a great help in many cases even 
when you are fitting with a combination last. These 
pads can be bought from your jobher and should be 
sold, not given away, when it is necessary to use them. 
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Use Your Size Stick | 


If more of the small stores who do not carry a wide 
range of widths would use a size stick consistently, 
especially on feet of this type, there would be fewer 
bunions, less arch trouble, and more satisfied custom- 
ers. If you cannot fit a customer correctly, it is 
much better to tell him the true conditions than to 
misfit him. 

These low instep feet are apt to have some form of 
arch trouble. Look for this possibility. Should you 
discover a weakness, the right arch, properly ad- 
justed, will make you a permanent, profitable patron. 

In lesson No. 1 we treated fitting the all-over 
narrow foot, and the low instep foot in the present 
lesson is similar. The low instep foot often offers op- 
portunities for selling odd pairs; every shoe store has 
them, and if you keep your stock well in mind, every 
single pair, you will find shoes and often broken lines 
that have in them just what you need for the low 
instep foot. ; 

Carry One Special Line 


Every well regulated shoe store should carry at 
least one line of shoes, on a good combination last for 
men and women, say one pair to a size, men’s A, B, C, 


7 to 11; women’s AA, A, B, C, 5 to 8. Many pro- | 


gressive manufacturers realize that this type of foot 
has long been neglected, so are making shoes on a 
wide range of styles to meet this need. You can get 
excellent combination lasts, from the wide, nature- 
shaped styles down to the narrow toe effects. ‘Ask 
the man who owns one.”’ If you get hold of one of 
the low instep narrow feet, you would be able to fit 
it right off the bat, and it would prove a good invest- 
ment, for the customer will talk and tell how easily 
he was fitted at your store. 


Re-Adaptation of Stock 


Make a study of your stock, know every pair, and 
what kind of a foot they will fit, and be ready to 
adapt them when occasion arises. Do not sell a short 
shoe under any circumstances. The only way you 


will know positively if you are fitting correctly is to 
measure every foot. An Association official, who visits 
many stores in the course of a year, saysitis positively 
appalling the way so many stores allow their sales 
force to fit, or rather misfit, shoes. In the majority 
of these cases the salesman peeks inside the old shoe, 
or asks the customer what size he wears. 


Avoid a Misfit 


Engrave this on your mind —To get more shoes sold 
right, measure every foot. 





- AN ENTIRE WINDOW DISPLAY OF LITTLE 


WINDOWS 
(Concluded from page 71) 
sidewalk—the street was represented by wall board 


painted green and sanded. 


Description of the Trim 


The window chosen for the display is 48 feet long 
and the little windows were placed midway between 
the front glass and the back of the window. On the 
artificial walls were electric lights, with iron fixtures 
to represent street lamps. These lights flashed in- 
termittently and were not used for lighting the win- 
dow—simply to attract attention. The little windows 
themselves were lighted with two tubular lights at 
the bottom of each window, and two tubular top 
lights. These were cleverly hidden from sight, but 
gave just the proper illumination. 

The back of each window had a curtain made 
of flowered olive lining silk. The front curtains and 
lambrequin were made of steel blue silk, and old gold 
fringe edged the draperies. Each little window was 
covered with a very thin white maline to represent 
glass. 





Bids for Army Shoes 
Bids will be opened for 250,000 pairs of army shoes, 
but not on June 15 as stated in the June 1 Bulletin. 
Definite date not yet fixed but will be between the 20th 
and July 1. 
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Your Window Price Tickets Are Not Contracts 





A Merchant Doesn’t Have to Sell Merely Because He Advertises 





“5 F a merchant displays something for sale, with 
the price attached, is that an offer to sell which 
he has to carry out when somebody comes up and 

says ‘I’ll take that’ >” 

That is the interesting question raised by the letter 
which I am reproducing below. My recollection is 
that I have never written anything on it: 

New York, N. Y. 

Kindly give me an opinion on the following: 

B owns a store. He displays cameras in his 
window at $10.00 each. A customer comes into 
his store and asks to see one of them, and afte 
inspecting it decides to 
purchase. 

The clerk then advises 
him that the price has just 
advanced, and from that 
morning on they are 
obliged to ask $10.75. 

The customer calls at- 
tention to the fact that 
they have the cameras 
priced at $10.00 and 
claims that that is the 
price he should be charged 
and NOT the advanced 
price. 

The clerk says that they 
have not had an oppor- 
tunity to change the win- 
dow display yet and that 
when they do, it will be 
attended to. 

The clerk further claims that even if they 
did have any goods in the window advertised 
for sale they are not obliged to sell them. 

The clerk also claims that even if they put 
an advertisement in the papers advertising the 
cameras they are not obliged to sell them. 

My idea is that the store is compelled to sell 
the customer any merchandise that it adver- 
tises, either in its window, on countersorin the 
papers, at the price advertised. 

A legal viewpoint on this and what a cus- 
tomer can do to force the store to sell him the 
goods so advertised will greatly oblige, 

Russell D. Smith. 


Can Reject Any Offer 
At first glance it would seem as if a merchant who 
displays or advertised geods at a certain price ought 


or Displays Goods at a Price 


Sis feet 
$8.95 


to carry his offer out when a customer appears who is 
willing to accept. 

And yet he is not obliged to do so if he wishes other- 
wise. That is the settled law, and it applies both to 
an offer conveyed through advertising and to one 
conveyed through a window display. The law holds 
that that is not an offer to sell anybody who comes 
forward with the price quoted, but an offer to con- 
sider offers, if you can follow me in that. It still re- 
serves to the seller his right to accept or reject offers 
as he likes. 

You can easily see that this would have to be the 
law. Suppose the law was 
that the merchant who dis- 
played the $10.00 camera had 
to sell at that price to any- 
body who came in. Well, if 
that were true, it would follow 
that he would have to sell 
everybody, and that would 
violate his fundamental right 
to choose his customers. The 
minute he quoted a price 
that right would be waived. 
So the law says that adver- 
tising goods at a certain price 
or exhibiting them in a win- 
dow at a certain price is no 
more than a statement like 
this: “I have some cameras 
here which I have priced at 
$10.00. If interested, come 
in and I will decide whether 
to sell you or not.’’ What is true of the camera 
store or the grocery store is equally true of the 
shoe store. 







Court Rules in Favor of Merchant 

Right at this point I recall a case in which a book 
merchant had advertised a book at a certain price in 
a catalog. Some customers didn’t -get it and sued 
the merchant on the theory that having quoted the 
book in his catalog at a certain price, he was bound 
to sell. The court exposed the fallacy of the theory 
with the following argument: 

A book seller’s catalog with prices stated 
against the names of the books would seem to 
contain a number of offers. But if the book 
seller receives by the same post five or six 
letters asking for a particular book at the price 
named, to whom is he bound? To the man who 
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What Is “Pep”? 


It’s the thing that makes the lambs gambol 
with glee, the colts prance with joy, the calves 
throw up their tails and run like fury, the birds 
sing in split-throat notes, the frogs croak upon 
the creek bank, the insects buzz and hum in the 
air, the milkman whistle as he jogs along, the 
blacksmith laughingly beat the iron into shape, 
the plowman urge his horse with a “gee-up 
there,” the engineer wave a kiss to his sweet- 
heart as he throws open the throttle, the wood- 
man smilingly plunge his ax into the giant 
tree, the banker and merchant rush to their 
work with a cheery “bye-bye,” the mechanic 
and the laborer fairly dance to their jobs, the 
soldier “go over the top” with clenched jaws 
and courage that knows no fear, the life sales- 
man hie to his calls with shoulders squared, 
pride in his heart, and nerves a-tingle with 
anticipation of new success. “Pep” is any- 
thing that puts happiness in the heart, energy 
in the body, determination in the soul 
and invincible courage in the will.—Insurance 
World. 


* * * 


Good health, imagination, persistency, and a 


first posted his letter of acceptance? How is 
this to be ascertained? The catalog is clearly 
an invitation to do business and not an offer. 
Here is the whole law of the case summed up in a 
few words from a leading decision: 


Seller May Choose Buyer 


Business advertisements published in news- 
papers and circulars sent out by mail or dis- 
tributed by hand, stating that the advertiser 
has a certain quantity or quality of goods 
which he wants to dispose of at certain prices, 
are not offers which become contracts as soon as 
any person to whose notice they may come 
signifies his acceptance by notifying the other 
that he will take a certain quantity of them, but 
they are simply invitations to all persons who 
may read them that the advertiser is ready to 
receive offers for goods at the price stated. It 
must be remembered, however, that in all these 
cases the question is one of intention, and that 
whether or not such transactions are agree- 
ments depends on the intention of the parties 








good memory—and of course keeping ever- 
lastingly at it—are the principal requisites 
for a successful career.—Samuel Insull. 





* * * 


The salesman who is a really true success 
and who meets his responsibilities—and we 
are all salesmen, whether we are advertis- 
ing men or production men or merchants—is 
the one who has the idea of service to the 
customer strongly imbued within him. He 
is the man who keeps the fires burning back in 
the factory through the orders he sends in, 
and he makes it possible for the men producing 
the product and those dependent on them to 
make their living. It is a real responsibility 
and only a real man can live up to it. The 
suecessful and respected salesman is first of all 
a man in every sense of the word—a man giving 
service to his firm, to his customers and to the 
community. True salesmanship is a keen 
desire to serve, and not a deep anxiety to put 
something over—vision to see the future of our 
business and to make our business better.— 
John G. Jones, salesmanager, Alexander Hamil- 
ton Institute. 


as collected from the language used and the 
nature of the transaction. 

Everything said above applies equally well to a 
display of goods in a window or in a store, for the 
principle is the same. As another case puts it, “The 
mere statement of the price at which property is 
held cannot be understood as an offer to sell. The 
seller may desire to choose the purchaser and may 
not be willing to part with his property to any one 
who offers his price.” 

Naturally, nothing said above applies to a case in 
which a seller says directly to a prospective buyer, 
either by word of mouth or in a letter, “I will sell 
you this for $10.00.” In that case if the person 
addressed says “All right, I'll take it,” there is an 
enforceable contract on both sides. 

(Copyright, April, 1920, by Elton J. Buckley.) 


(Needless to say, however, this right of the mer- 
chant to refuse to sell at an advertised price should 
never be invoked except in extreme cases, as such a 
procedure invariably makes enemies and your 
enemies do not buy shoes from you.—Editor’s Note.) 
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Of Course This Doesn’t Mean You 


By CHARLES F. ALLES, Salesmanager Standard Kid Mfg. Co., Boston 


ARLY to bed and early to rise” is all 
EK right, but the average man would 

rather hold four aces at 1 a. m. than 
a conference at 8 a. m. 


* * * * 


“In Conference’’—the latest excuse for a 
buyer to turn down a salesman, who has some 
“‘honest-to-goodness” information that he could 
use to advantage in that conference. 


* * * * 


A conference is called “gathering all of the 
wisdom” in the old mill to decide something 
that the big boss decided a week 
before and will change on a min- 
ute’s notice. 


* * * * 


Some folks love to draw parallels. 
In doing so, they forget that there 
is a wide difference between an ele- 
phant and a mouse, in spite of the 
fact that they both stand on four 
legs. 

«+ *s 


Don’t tell the Big Chief everything he likes 
to hear. He will eventually get on to you.. 
Remember he is a pretty wise guy, in spite of 
the fact that he has accumulated a few millions. 
Instead, tell him things that he knows to be true 
and he’ll have to admit that you are a pretty 
smart fellow. 

oe 


Theory and Ideals permit you to draw won- 
derful word pictures and listen good. Danny 
Webster says: ‘Theory is an exposition of the 
abstract principle—apart from practice. Ideals 
are something existing in imagination only, 
visionary.” Neither will fry an egg if you have 
‘ no eggs, or run your car if you have no gas. 


. 2 = 2 
Make everything as clean as possible. It is so 


easy to misunderstand a person. Remember the 
dyspeptic who was in bathing and swallowed a 


mouthful of sea water. He felt that it gave him 
relief, and asked the guard if he thought it 
would be any harm for him to drink a glass full 
every morning. The guard replied, “I suppose 
not, as it hardly will be missed.” 


* * * * 


Don’t spend all of your time “‘passing the buck.” 
Use at least one hour of each day in reading the 
“Help Wanted” columns. You may get some 
information there that will be useful later. 


* * +* * 


They say you will catch more flies with 
molasses than with vinegar; but the 
market price on flies is just about 
the same as on the untrained army 
which accompanies all armies. 


* * * * 


If you have no conscientious 
scruples against telling a lie, as a 
matter of good business, be too 
smart to do so. 

* * * * 


When your organization begins 
to choose sides—they are getting ready to play 
football, and while they are kicking each other 
around the whole world is kicking your or- 
ganization around. 


* * * * 


Every once in so often a concern lays down a 
hard and fast rule, to be broken first by the 
guiding head, gradually in turn by the heads of 
the departments so on down to the janitor and 
then the little old rule is all ready to be made 
hard and fast again. 


* * * * 


Of course, this is the age of young men in busi- 


ness. All of the magazines say so. But, if you 
go to the very front of a big concern, you'll 
find more sixties than thirties. Kaiser Bill had 
the whole world uneasy with generals ranging 
from 55 up, and had his ideals knocked into a 
cocked hat by men along about the same age. 
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‘Watch for next Tusnday’s page of special The 
Fort Wayne Suburban Trade Association #°2.3 
































WATCH FOR IT EVERY TUESDA ---MAKE THIS YOUR SHOPPING LIST: a 

















Co-operative Advertisement Published by the Fort Wayne Suburban Trade Association 


Shoe Stores Co-operate in Promotion Stunt 


Joint Advertising Brings Out-of-Town Trade to Fort Wayne on 
One Day of Each Week 


shoe business to co-operate in putting over a 

business promotion stunt to their mutual 
benefit, is demonstrated by the way in which six 
prominent shoe stores of Fort Wayne, Indiana, work 
together through the Fort Wayne Suburban Trade 
Association for the purpose of bringing more out- 
siders to Fort Wayne to shop on “Suburban Day,” 
which is Wednesday of each week. 

This association has been in active operation for 
six years during which it has changed Wednesday 
from being a particularly dull day to being one of the 
most lively shopping days of the entire week. 


by HAT it is possible for keen competitors in the 


Big Space Is Used 


Recently this association has embarked upon a 
distinctly novel plan of promotion. This scheme in- 
volves the use each week on Tuesday in the local 
newspapers of large advertising space—this space 
being about three-fourths of a two-page spread —in 
which some thirty or more merchants each take space 
of about four inches wide by two inches high. Not 
only is all the space used by the merchants of a uni- 
form size but likewise uniform in appearance are all 
the ads appearing in these spaces. Each advertise- 


ment has the same general sort of set-up and the same 
sort of signatures, no name plates being allowed. 
And in each advertisement the same size and style 
of type is used to play up the prices of the various 
bargains offered. . 

Under this plan the advertisement appears as 
though it was the ad of a single concern and it gives to 
outsiders the impression that Fort Wayne merchants 
who are in the Suburban Day Association are solidly 
united for the purpose of offering especial bargains to - 
outside shoppers on every Wednesday. 


Association Trademark Used 


At the top of the advertisement appears the trade- 
mark of the association and this headline: ‘Suburban 
Day Specials for This Week Wednesday Only.”” And 
under the heading appears this statement: ‘To Out- 
of-Town People. It is the endeavor of the Fort 
Wayne Suburban Trade Association to see that 
nothing appears on this page except such money- 
saving specials as shall make it an object to you to 
come to Fort Wayne each Wednesday. Make this 
advertisement your shopping list. For One Day 
Only—Tomorrow. The items on this page cannot 
be sold for these prices today or Thursday. They’re 
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Ten Commandments of Salesmanship 


First, be agreeable to me. Be agreeable 


in voice and all details of dress. 

Second, know the thing you are selling 
me. Tell me what I want to know about it in 
English. 

Third, don’t argue with me. When you 
disagree with me and tell me about - it 
you probably will succeed in antagonizing 
me. 

Fourth, make it plain, whatever it is. Don’t 
talk at random. 

Fifth, tell the truth. 
pect me to come back. 


If you lie, don’t ex- 


for tomorrow only and each item is a guaranteed 
money-saving bargain.” 

Here are the advertisements of the shoe stores 
appearing in the first advertisement of the series: 


Ladies’ House Slippers 


“Fine grade, one-strap house slippers. Special at 
$1.95. : 

“Boston Shoe Store, Upstairs over Woolworth’s. 

“726 Calhoun Street.” 


Black Kid Oxford Shoes 


“Black Kid Oxfords on the Stroller last. Of soft 
black kid and military heels; imitation tip; AAA to C, 
for Wednesday, priced at $5.95. 

“Walk-Over Boot Shop. 

“816 Calhoun Street.” 


Men’s Boots 


““Men’s sport rubber boot or fishing boot. All 


sizes, special for Wednesday, $2.98. 
“G. R. Kinney Co., Inc. 
**207 East Main Street.” 


Ladies’ Lace Oxfords 


“Genuine black kids, welt sole and Cuban heels. 
Special tomorrow at $7.95 

“Lehman Shoe Company. 

“928 Calhoun Street—Near Washington.” 

The shoe stores which are members of the associa- 
tion are the following: 

M. App, 916 Calhoun Street; Boston Shoe Shop, 
726 Calhoun Street (Upstairs); G. R. Kinney & Co., 
207-209 East Main Street; Lehman Shoe Company, 


Sixth, be dependable. If you promise me 
something, keep your promise. 

Seventh, remember my name and face. 
Nothing pleases a man more than subtle 
flattery. 

Eighth, beware of egotism. Don’t tell me 
about yourself when you are trying to sell me 
something. Get me to talk about myself if 
you can. 

Ninth, think success. Radiate confidence; it 
is contagious. 

Tenth, be human. Selling goods successfully 
is a psychological proposition——Dr. Frank 
Crane. 


928 Calhoun Street; S. B. Thing & Co.,.130 East 
Berry Street, and Walk-Over Boot Shop, 812 Cal- 
houn Street. 





Manufacturers After Space 


Rochester Show Promises to Be a Great | 


Success 

Manufacturers of all kinds of shoes are apparently 
more anxious than ever. to display their lines at the 
Rochester Style Show, July 5 to 10. The rapidity 
with which the available space is being gobbled up 
indicates a record breaking number of displays. 
Invitations which have been sent to manufacturers of 
leading lines of shoes, leathers, lasts and other shoe 
manufacturing materials are being accepted with 
unusual promptness. The Style Show Committee, 
for the coming show, more so than in other years, has 
centered its efforts in increasing the number of shoe 
buyers who visit the: semi-annual displays. The 
Entertainment Committee has been quite extensive in 
their plans for entertaining the visiting buyers and the 
shoe merchant when he leaves Rochester after being 
in the hands of this aggressive group of traveling shoe 
salesmen will never forget the “Flower City, Where 
Business Can Be Combined With Pleasure.” 

Charles H. Helmer, Chairman of the Style Show, 
has arranged for the publication of the Style Show 
booklet which tells in a most interesting manner what 
can be seen and done in Rochester and its immediate 
surroundings. The booklet weaves a fascinating tale 
of the beauty of Rochester where a shoe merchant can 
spend a pleasant vacation and acquire some valuable 
trade information. Shoe merchants who desire a copy 
of the booklet and have not as yet received one can 
secure one by a request to Rochester Style Show; 609 
Powers Building, Rochester, N. Y. 
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Shoe Merchants Can Supply All Their Needs In 
Footwear by Buying from the Following Houses 


BROWN SHOE CO. 
Maxine, White House and Buster Brown 


Shoes. 


BRAUER BROS. SHOE CO. 
Littke Prince and Princess 
Children’s Shoes. 


DITTMAN SHOE CO. 
Milady and Nine O’Clock School Shoes. 


CENTRAL SHOE CO. 
Men’s, Women’s and Children’s Shoes. 


F. L. DOERR SHOE CO. 
Dependable Shoes for Women. 


FRIEDMAN-SHELBY SHOE CO. 
Atlantic, Pacific and Red Goose S' 


JAMES CLARK iaaceme CO 
Novelty Shoes, Hi Rubbere, “Kew- 
ey a. a. of Mudge Old 


G. E. LIPPMAN SHOE CO. 


High Grade Shoes For Women. 


LEO GORDON SHOE CO. 
Fine Footwear for Women. 


is BROS. SHOE CO. 
akers Women’s Shoes exclusively. 


JOHNSON, STEPHENS 
& SHINKLE SHOE CO. 
The Fashion Plate Shoes for Women. 


. S. KREIDER CO. 
bat = ane of Best Shoes for Boys, Girls and 
the Babies. 


LUND-MAULDIN COMPANY 
Fine Shoes for Men. 


McELROY-SLOAN SHOE CO. 


Masterbilt, . Tred and Billiken 
Shoes. 


Super- 


PEDIGO.WEBER SHOE CO. 
Fine Shoes for Women—*'Pedigo Style” 
PETERS SHOE CO. 
Peters * 
Diamond 
erbird 


nepaers, JOHNSON & RAND SHOE CO. 
Patriot, "Society and “Tess and Ted’’ 


Diamond Brand” S 
Special, Classic, occ, Weath- 


So SHOE Co. 
Women’s, Girls’, 
ens, Specialty Shoes. 


TOBER-SAIFER SHOE CO. 
Novelty Boots and Oxfords. 

WIZARD LIGHTFOOT APPLIANCE Co. 
Adjustable Foot Appliances. 


DAVID P. WOHL SHOE Co. 
Novelty Shoes for Women. 


and 


Boys’ 
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UMPTY 
DUMPTY 
SHOES 


EVERY CHILD 


HE outlook on condi- 
tions emphasizes 1m- 
peratively the importance of 
featuring Style aggressive- 


ly, that the industry may continue to 
prosper and progress. Style will off- 
set the influences now tending toward 
standardization and stagnant results. 
It was style that put the women’s 
lines on a substantial basis. It is 
style that will hold zt. 


Pedigo- Weber Shoe Co. 


ST. LOUIS, MO. 
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EF b.Doe r Shoe Co. 
DEPENDABLE FOOTWEAR 





























W HEN you think in 


terms of newer ideas 


in women’s clever shoes, 
your vision will include our record for 
creating and producing stylish shoe- 
making that appeals to the type of 
store serving a discriminating clientele 
who demands the latest development 
in stylish shoes at popular prices. 


But one law dominates our purpose— 
Style and quality for a popular price. 


Pedigo-Weber Shoe Co. 


ST. LOUIS, MO. 
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ST.LOUIS 


THE WORLD'S SHOE MARKET 








T’. LOUIS Shoe Manufacturers 
have always borne in mind 
that the final judge of shoe values 
is the consumer and that the suc- 
cess of the dealer depends upon his 
ability to please and satisfy the 
wearer. : 
The quality of the unseen parts of a shoe de- 
termines its value to the consumer. No satis- 


factory substitute for good leather has ever 
been devised for use in shoemaking. 


“Star Brand” shoes are solid leather through- 
out—they contain no substitutes for leather— 
and in addition combine style, finish and com- 
fort. 


They are the’standard of stability in Shoes. 








ROBERTS, JOHNSON § RAND 


MANUFACTURERS Branch of International Shoe Co ° ST.LOUIS 




















A Genuine Value 


This Theo Tie 
. of 
Genuine White Washable Kid 


$9.00 


Brooklyn turn Fine 

Selected White 

Washable Kid 
AAA to C 


To be shipped today 


Leo Gordon Shoe Co. 


Saint Louis, Mo. 
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NOUMMMOUMHOMOno : le 
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SHOES SIDE LEATHERS PRICES = 

Color 18 Color 14 , z 

Medium Brown Dark Brown = 

Our “SNUFT" SIDE LEATHER Make your own test by trying som g 
™= hoes. . = 

has THE APPEARANCE OF CALF "acts : 
gives LONGER WEAR See these leathers at the Boston Ex- : 

-, MODERATELY PRICED position and Style Show, July 20-24. : 

C. D. Kepner Leather Company : 

137-139 South Street, Boston, Mass. = 

223 W. Lake Street, Chicago, Ill. © z 

HHOUOUIO HOA OMNOM INO HOME NO CNN 





























- Wiirremore's 


POLISHES’ PAY DEALERS BEST IN PRESTIGE AND PROFITS 













The one white 
. leather dressing 
that’s right. It 
is endorsed by 
the best trade 
here and abroad. 


Quick White 
will be appre- 
ciated by all 
wearers of white 
shoes. It takes 
the dirt off in- 
stead of cover- 


;ng it up. 


Tremendously popular 
everywhere. Produces a 
mirror like gloss in a min- 
ute. 





WHITTEMORE BROS., CORP. 


LARGEST PRODUCERS OF SHOE POLISH IN THE WORLD 


BOSTON 
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THE “DALCO” DEVICE. 
Is What You Need to Move Those Slow Pumps 


With Ties and Buckles 
They Sell on Sight 


Picture (1) shows the reverse side of the tongue and bow, with ‘““DALCO” 
device ready for attaching to shoe. In Picture (2) the “DALCO” upright 
as fastened to the shoe. Picture (3) illustrates its application as a tie. 
Figure (4), the same shoe with a buckle. 


The “DALCO” tie (1) comes with tongue, bow, and 


device assembled. 


All that is necessary is to attach the “DALCO” up- 
right (2). to shoe, a matter of a minute. 


The same shoe without alterations will also take a 
buckle. 


The “DALCO” device is attached so not to have any 
material inside the shoe to hurt the foot. 

Orders for ‘the “DALCO” tie (1) in any color can be 
filled promptly. 

Dealers find the “DALCO” device sells ornaments as 


well as shoes. Get your money out of pumps and or- 


naments the “DALCO” way. 


Our Illustrated Booklet Will 
Interest You. May We Send It? 




















Dalrymple-Pulsifier Company 
Makers of Shoe Ornaments for World Trade 
Haverhill, Mass. 
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For Better Business 
Next Winter 


IG_ profits will come to dealers who have 
a full stock of good insoles next season. 
Here’s your chance to get the most profitable 
line on the market—the new (AC Cork Insoles. 


An exclusive line of insoles with rare inherent 
qualities and every attractive, sales-pulling 
feature. U/C Cork Insoles are filled with 
genuine sheet cork and covered with hair and 
flannel in the warm, soft cae that people 
take delight in. 


OME are covered with hair; others are 

covered on one side or both with extra 
quality flannel. Most styles are bound at the 
edges with harmonizing tape—the rest are 
bound with a strong, serviceable, overlock 
stitch. 


Packed by the dozen in solid or assorted. sizes. 


Orders accepted now at a fixed price for delivery 
at any reasonably deferred time. Last winter 
many orders for insoles could not be filled. 
There may be another shortage ‘this year. 
Better play safe! 


Send in your order today for a line of the new 
G/T Insoles. 


UNITED SHOE MACHINERY 
CORPORATION BOSTON 


J. K. Krieg Co., N. Y., 39 Warren 


prellecer sets cert i nt Ree tug nod 








HUHNE 
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Clothing and Equipage List No. 9 


FIXED PRICE SALE OF SHOES 


NEW AND RECLAIMED 


500, 


000 


Pairs With Special Discounts on Quantities as Per Following Table: 








SHOES, CHOCOLATE, NEW 
Base Price, $4.00 
250 to 1,000 pairs of any one lot 
o ess that particular lot consists of 
less than 1,000 pairs; in which case 
the price will be $3.80 net. 
* 1,001 to 2,500 pairs of any one lot 
2,501 to 5,000 pairs of any one lot 
5,001 to 10,000 pairs of any one lot 
10,001 to 40,000 pairs of any one lot 
40,001 or over pairs of any one lot 


SHOES, RUSSET, RECLAIMED 
Base Price, $2.50 


250 to 1,000 Sa of any one lot..........$2.50 net 
ess that particular lot consists of 
less than 1,000 pairs; in which case the 
price will be $2.3714 net. 
1,001 to 2,500 pairs of any one lot 
2,501 to 5,000 pairs of any one lot 
5,001 to 10,000 pairs of any one lot 
10,001 to 40,000 pairs of any one lot 





SHOES, FIELD, METALLIC FASTENED 
Base Price, $3.60 
250 to 1,000 pairs of any one lot..........$3.60 net 
finless that particular lot consists of 
less than 1,000 pairs; in which case the 
price will be $3.42 net. 

2,500 pairs of any one lot $3.42 net 

5,000 pairs of any one lot 3.24 .“* 
10,000 pairs of any one lot #5 
40,000 pairs of any one lot 

or over pairs of any one lot 


“ 











SHOES, FIELD OR MARCHING, RECLAIMED 
Base Price, $2.00 
250 to 1,000 — of any one lot..........$2.00 net 
ess that particular lot consists of 
less than 1,000 pairs; in which case the 
ger will be $1.90 net. 
1,001 to 2,500 pairs of any one lot 
2,501 to 5,000 pairs of any one lot 
5,001 to 10,000 pairs of any one lot 
10,001 to 40,000 pairs of any one lot 
40,000 or over pairs of any one lot 














SEE FOLLOWING PAGES 
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HERE IS YOUR CHANCE 
TO GET SOME BIG BARGAINS 


_ INSPECTION $1.32 esacy invited 





No Orders Received Before July 13th 














ITEM NO. C-905 
217 Pairs Shoes, Marching, Chocolate Color, 
New. See Style No. 2 
ls. 8 8 OP nen rere errr re. 
SI NN ID «oie dsi. 5.0 57s via cata oc o knoe 
Manufactured by Endicott Johnson & Co. Packed in 
cases from 12 to 36 pairs. Following sizes: 14 prs. 
7; 144-8; 20-8; 23-10; 16-11. Minimum order ac- 
cepted, lot. Stored at Ft. Totten, N. Y. 
S. P. D. 16859 CE. 











ITEM NO. C-902. 
7,653 Pairs Shoes, Marching, Chocolate Color, 
New. See Style No. 2 
RO. ey Ceres 
See quantity prices 
Manufacturer unknown. Sizes 7 to 12. Widths A 
to E. Packed in cases. Weight approximately 125 lbs. 
each case. 20 pairs to case. Minimum order ac- 
cepted, 250 pairs. Stored at Colgate Warehouse, Bal- 


timore, Md. 
S. P. D. 16908 CE. 





ITEM NO. C-903 
860 Pairs Shoes, Marching, Chocolate Color, 
New. See Style No. 2 

ie DP 

oy SP Sere reer 80 
Manufactured by International Shoe Co. Sizes and 
widths as follows: 10 pairs 7A; 14-7B; 6-7C; 9-74%A; 
19-7 4B; 81-7 %C; 36-7 4D; 6-7 4E; 26—-BSA; 107-8B; 
110-8C; 27-8%A; 60-8144B; 69-81%C; 69-814D; 
36-9A; 34-9B; 15-9144A; 2-914B; 22-10A; 30-10B; 
19-10%A; 34-10%B; 5-10%C; 24-10%D; 16-11A; 
3-11B; 18-11C; 4-11%A; 12-11%B; 3-12A; 4-12C. 
Packed in boxes, approx. 24 pairs to box. Weight, 
107 lbs. Minimum order accepted, lot. Stored at 


Ft. Sill, Okla. 
S. P. D. 16965 CE. 





ITEM NO. C-906. 
12,489 Pairs Shoes, Marching, Class ‘‘A,’’ Choco- 
late Color, New. See Style No. 2 
bo kD eer rere 
See quantity prices 
Manufactured by Brown Shoe Co. Packed in boxes 
of 24 prs. Weight, approx. 116 lbs. Sizes and widths 
as follows: 17 prs. 6D; 268-644D; 111-7A; 53—7B; 
1404-7C; 1190-7D; 300-7E; 257-7144A; 236-714B; 
2035-714C; 1092-714D; 522-714E; 371-8A; 344-8B; 
783-8C; 1125-8D; 241-8'4%4A; 318-9A; 89-914A; 
6-916B; 210-10A; 17-10144A; 65-11A; 97-11B;° 324- 
11C; 5-1144A; 18-1114B; 4-12A; 8-12B; 12-12C. 
Minimum order accepted, 250 pairs. Stored at Camp 


Funston, Kans. 
S. P. D. 16167 CE. 





ITEM NO. C-907. 

5,023 Pairs Shoes, Marching, Chocolate Color, 
New. See Style No..2 

Ee Pee 
See quantity prices 

Manufacturers: International Shoe Co.; Rice & Hutch- 

ins; Emerson Shoe Co., and others. Sizes 7 to 12. 

Widths A to EE. Packed 24 prs. to case. Weight, 

115 lbs. Minimum order accepted, 250 prs. Stored 

at Camp Pike, Ark. 

S. P. D. 15699 CE. 





ITEM NO. C-908. 
28,948 Pairs Shoes, Chocolate Color, New. See 
Style No. 2 
oe EE eee 
' See quantity prices 
Manufacturer unknown. Sizes 7 to 12. Widths A to 
E. Packed 24 prs. to case. Weight, 140 lbs. Mini- 
mum order accepted, 250 prs. Stored at Boston. 
S. P. D. 14023 CE. 





ITEM NO. C-911. 
1,712 Pairs Shoes, Marching, Chocolate Color, 
New. See Style No. 2 
Price per pair....................+..$4.00 
See quantity prices 
Manufacturer unknown. Sizes 7 to 12. Widths B, 
C and E. Packed 24 prs. to case. Minimum order 
accepted, 250 prs. Stored at Camp Meade, Md. 
S..P. D. 14506 CE. 





ITEM NO. C-912. 
77,366 Pairs Shoes, Marching, Chocolate Color, 
New. See Style No. 2 
Pride Per Pair .....o.oc eso ic cc eweic ees S400 
See quantity Prices 
Manufactured by Brown Shoe Co. Packed 24 prs. to 
case. Approx. weight, 125 lbs. Sizes and widths as 
follows: 23 prs. 644D; 3-7A; 23-7C; 22-7B; 21-7E; 
39-7%4A; 3-74B; 16-714D; 7-7\4E; 2-74EE; 970- 
8A; 1993-8B; 3446-8C; 456-8D; 12-8E; 4-8EE; 
903-814A; 3919-814B; 6188-8144C; 5781-8144D; 64— 
814E; 1136-9A; 4205-9B; 8196—-9C; 2715-9D; 1752- 
914A; 4498-9 14B; 5003-914C; 3484-914D; 341-9 4E; 
926—-10A; 3945-10B; 5205-10C; 4290—10D; 590-10 4A; 
2577-10144B; 1291-104%C; 1127-104%D; 669-114; 
790-11B; 1279-11C; 809-11D; 4-114%4B; 187-12B; 
405-12C; 47-12D. Minimum order accepted, 250 prs. 


Stored at St: Louis, Mo. 
S. P. D. 14327 CE. 








SEE FOLLOWING PAGES 
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Read Carefully Full Details of 
This Sale on Last Page 


NOTE TABLE OF QUANTITY PRICES 





No Orders Received Before July 13th 





style naz 





ITEM NO. C-914. 
26,170 Pairs Shoes, Marching, Chocolate Color, 
New. See ais No. 2 
Price per pair. - ; . .84.00 
See quantity ‘prices 
Manufacturer unknown. Sizes 64% to 12. Widths A 
to E. Packed 24 prs. to case. Minimum order ac- 
cepted, 250 prs. Stored at Baltimore, Md. 
S. P. D. 14321 CE. 





ITEM NO. C-915. 
1,334 Pairs Shoes, ot a meee Color, 
New. See eye 
Price per pair. j . .$4.00 
See quantity ‘prices 
Manufacturer unknown. Packed in cases of approx. 
24 prs. Weight, 115 lbs. Following sizes and widths: 
39 prs. 7A; 1-7C; 24-7E; 39-74A; 24-7 /2E; 45-8A; 
24-8B; 24-8C; 24-8D; 29-8 %4A; 24-814B; 24-84%4C 
47-9A: 24-914A; 24-9 4B; 47-10A; 23-10%A; 33. 
11A; 24-11B; 4-11B; 23-11144Ay 24-1114B; 23-12A; 
24-12B. Minimum order accepted, 250 prs. Stored 
at Jefferson Barracks, Mo. 
S. P. D. 14277 CE. 





ITEM NO. C-916. 
9,727 Pairs Shoes, Marching, Chocolate Color, 

New. See — No. 2 

Price per pair. ‘ . $4.00 

See quantity ‘prices 
Manufactured by Keighley Shoe Co. and J. E. Day- 
ton Co. Sizes and widths as follows: 10 prs. 6G; 
13-6D; 16-6144D; 7-6144E; 31-7A; 7-7B; 29-7C; 
13-7D; 5-7E; 25-7%A; 6-74%D; 1-7%C; 9-7%D 
17-7%E; 3-8B; 179-8C; 1-8D; 14-8E; 148-8%A 
13-8144B; 850-8144C; 412-8'4%4D; 101-8\%4E; 24-9A; 
318-9B; 1884-9C; 694-9D; 132-914B; 1358-9144C 
648-9144D; 1-10A; 103-10B; 565-10C; 1343-10D; 
132-10144C; 145-104D; 9-11A; 202-11C; 154-11D; 
9-111%C; 2-12D; 3-9E; 92-9144E. Minimum order 
accepted, 250 prs. Stored at Philadelphia. 

S. P. D. 16981 CE. 





ITEM NO. C-918. 
3,183 Pairs Shoes, Marching, “ag eee Color, 
New. See Style No. 2 
Price per pair. Py . -$4.00 
See ‘quantity. price 
Manufacturer unknown. Packed 24 prs. to case. 
Weight, 140 lbs. Sizes and widths as follows: 12 prs. 
64D; 7-6%4E; 56-7A; 26-7D; 15-7E; 150-7%A; 
320-7 4B; 327-8A; 110-8 1%A; 2-8 6B; 260-9A; 573— 
9M%A; 313-10A; 273-10%A; 110-10 4B; 120-104D 
397-11A; 2-11B; 65-11 4%A; 25-12A; 20-12B. Mini. 
mum order accepted, 250 prs. Stored at Atlanta. 
S. P. D. 15476 CE. 





ITEM NO. C-921. 
667 Pairs Shoes, Field, Metallic Fastened, Hob- 
nailed, — Black. See ses yeiai No. 4 

Price per pair. aos . $3.60 

Price for all 
Manufacturer unknown. Packed 24 prs. to case. 
Weight, approx. 100 lbs. These shoes are hobnailed 
and have metal band in the shape of a horseshoe on 
the heel, with metal plate on toe which overlaps the 
sole up to a line with the upper. Minimum ‘order 
accepted, lot. — at Camp Lee, Va 

. P. D. 16988 CE. 





ITEM NO. C-922. 
1,067 Pairs Shoes, Field, Metallic Fastened, New. 
See Style No. 1 ‘ 
Price per pair. i . 83.60 
See quantity rices 

Manufacturer unknown. Packed 24 prs. to case. 
Weight, 150 lbs. Sizes 5% to 124%. Widths, B to EE. 
Minimum order accepted, 250 prs. Stored at Atlanta, 


Ga. 
S. P. D. 16582 CE. 





ITEM NO. C-923. 
1,337 Pairs Shoes, Field, New, Metallic Fastened, 
with Hobnails. See ae No. 1 
Price per pair. 33 . .83.60 
See quantity ‘prices | 
Manufactured by Endicott Johnson & Co. Packed 
24 prs. to case. Weight, 180 lbs. Sizes 51% to 12. 
Widths, C to EE. Stored at Army Supply Base, Port 
Newark, N. J. Minimum bid accepted, 250 prs. 
S. P. D. 16868 CE. 





ITEM NO. C-924. 


' 3,498 Pairs Shoes, Field, New, Metallic + eee 


without Hobnails. See rece No. 
Price per pair. ats "$3.60 
See ‘quantity ‘prices 
Manufacturer unknown. Packed 22° prs. to case. 
Weight, 120 Ibs. Sizes 6 to 12. Widths, C to EE. 
Minimum order accepted, 250 prs. Stored at Camp 


Meade, Md. 
S. P. D. 16509 CE. 








SEE FOLLOWING PAGES 
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WAR DEPARTMENT 


Quartermaster Corps 


Fixed Price Shoe Sale 















26-6EE; 15-614B; 13-614C; 42-64%D; 1-614E; 433- 
4}4EE; 15-7C;.6-7D; 3-7E; 701-7EE; 2-74B; 8-74C; 
24-7 wD; 1211-714E; 783-7 4EE; 8-8B; 15-8C; 672- 
8D; 622-8E; 4,000-8EE; 6-814B; 604-8 14C; 28-8 34D; 
1,323-834E; 2825-814EE; 85-9B; 39-9C; 33-9D; 744 
9E; 2,418-9EE; 1,056-914B; 2,377-916C; 2252-914D; 
1612-9 14E; 2091-9 14EE; 796-10D; 2008-10C; 2422- 
10D; 299-10E; 2801-10EE; 305-10 14B; 1833-1034C; 
3312-1014D; 1467-1014E; 1542-10 EE; 664-11B; 
1412-11C; 1242-11D; 46-11E; 45-11EE; "542-1114B: 
621-1144C; 1220-11144D; 328-1114E; 25-11}4EE; 186- 
12B; 275-12C; 257-12D; 29-12E; 246-12EE. Minimum 
order accepted 250 prs. Stored at St. Louis. 
S. P. D. 14,321 CE. 






style NO. Bi 








ITEM NO. C-931. 
1,887 Pairs Shoes, Field, Metallic Fastened, Hob- 





ovis one uantity prices 
aes —:- quantity ‘prices 83 “ Sey ya by C. 27 Stern Co.; T. H. Herman Shoe 
Manufacturer unknown. Packed 24 prs. to case. Co.; L. C. White Co., and Rice & Hutchins. Packed 
Weight, 115 lbs. Sizes 6 to 12. Widths, B to EE. 24 ne to case. Approx. weight, 120 lbs. Minimum 
Minimum order accepted, 250 prs. Stored at Camp order accepted, 250 prs. Stored at Brooklyn, N. Y. 
* Pike, Ark. S. P. D. 17273 CE. 


nailed, New. See Style No. 1 


ITEM NO. C-925. ; 
1,089 Pairs Shoes, Field, wee Fastened, New. Price per pair.............---+++2005 $3.60 
See Style No. See Quantity Prices. 
Price per pair. 2 ie . .$3.60 Manufacturer unknown. Sizes 54% to 11%. Widths 
See quantity ssless B to EE. Packed 24 prs. to case. Minimum order 
Manufacturer unknown. Packed 24 prs. to case. accepted 250 prs. Stored at Omaha Depot, Neb. 


Weight, ongeen. 124 lbs. Sizes 5% to 124%. Widths S. P. D. 14273 CE. 
A to EE. inimum order accepted, 250 prs. Stored 
at Fort Dupont, Del. 
S. P. D. 16304 CE. ITEM NO. C-932. 
° 3,088 Pairs Shoes, Field, Metallic Fastened, Hob- 


nailed, New. See atid No. 1 








ITEM NO. C-926. 
47,743 Pairs Shoes, Field, Metallic Fastened, Hob- es oe Fae: guaniity aie - $3.60 
P nailed, New. ‘See ~~ No. 1 "$3.60 Manufactured by E. A. Stern Co.; T. Herman 
rice per —-- SL aoe PA al ' Shoe Co.; L. C: White Co., and Rice Fs Hutchins. 
Manufacturer wduete. ey ed 24 prs. to case. hs — eens * xl to NY ae at 
Weight, 125 Ibs. Sizes 6 to 14. Widths A to EE. oedies poten a 2 antes ya, N. Y. Minimum 
sean - eee accepted, 250 prs. Stored at Bal- P S. p. D. 17270 CE. 





S. P. D. 16801 CE. - 


ITEM NO. C-933. 
ITEM NO. C-928. 2,112 Pairs Shoes, Field, Metallic Fastened, Hob- 
16,053 Pairs Shoes, Field, Metallic sotgnet, Hob- — nailed, New. See Sexte No. 1 

nailed, New. "See cna No. Price per _- - . .83.60 








S. P. D. 16070 CE. 
ITEM NO. C-934. 





ITEM NO. C-930. 95,704 Pairs Shoes, Field, Metallic Fastened, with 
46,170 Pairs Shoes, Field, Metallic na pe Hob- Hobnails and Toe Plates, New. Kees oe e No. 1 
nailed, New. See = o. 1 Price per pair. . $3.60 
Price per pair. .+++-- 83.60 See quantity prices. 


See quantity ‘prices Various manufacturers. Packed approx. 24 prs. to 


Manufactured by Brown Shoe Co., Hamilton Brown case. eae wei “it 125 lbs. Sizes 7% to 12. 
, Shoe Co., and the International Shoe Co. Packed 24. Widths, inimum order accepted, 250 prs. 
r. to case. Weight, 176 lbs. Sizes and widths as Stored at Boston, M 


ollows: 14 pr. 514E; 11-6B; 3-6C; 3-6D; 23-6E; S.P. D. 16990 CE. 














SEE FOLLOWING PAGES 
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Clothing and Equipage List No. 9 
BUY TO SUIT YOUR NEEDS ros ) 


EAU > Alt ZZ 
RS D> 
cy OK 

XO 5 


250 PAIR OR THOUSANDS 


Don’t Miss This Opportunity 





No Orders Received Before July 13th 








style OLE 








ITEM NO. C-940. 
805 Pairs Shoes, enidiinee: Without hob nails, 
Reclaimed. See Style No. 4. 
Price per pair 
Price for all 
Manufacturers unknown. Packed approx. 24 prs. to 
acase. Weight, 107 lbs. Sizes and widths as follows: 
1 pr. 5-D; 1-5EE; 1-54D; 5-6B; 13-6C; 10-6D; 
18-6E. 13-6EE; 11-64C; 9-614D; 7-6E; 1- -6%- 
EE; 10-7B; 13-7C; 37-7D; 35-7E; 29-7EE; 
6-7 4B; 12-7%4C; 22-714D; 35-74E; 17-74EE: 
4-8B; 67-8C; 33-8D; 42-8E; 33-8EE; 1-814B; 
22-8%C; 51-814%D; 38-8144E; 3-8%EE; 10-9B; 
28-9C; 19-9D; 20-9E; 9-9EE; 1-9144B; 7-9\%C; 
18-9144E; 6-94%4EE; 1-10B; 6- 10C; 
19-10E; 2-10EE; 12-10%C; 3-104%D 
2-1014E; 1- 1014EE; 3- 11¢; 2-11D; 3-11E; 3- i. 
EE. Minimum order accepted, lot. Stored at Ft. 


Sill, Okla. 
S. P. D. 16983 CE. 





ITEM NO. C-942. 
1183 Pairs Shoes, Marching, Reclaimed. See 
Style No. 4. 

Price per pair 
See Quantity Prices. 
Manufacturer unknown. Various sizes. Packed in 
bags of 24 prs. each. Minimum order accepted 250 
prs. Stored at Boston, Mass. 
S. P. D. 14867 CE. 





ITEM NO. C-943. 
20,000 Pairs Shoes, First-Class, Field, Reclaimed. 
See Style No. 1 P 
Price per pair 
See Quantity Prices. 
Manufacturer unknown. Equipped with laces and 
tied in marked pairs. Various sizes. Packed approx. 
24 prs. to a case. Weight 120 lbs. Minimum ov 
eoomned 250 prs. Stored at Long wg City, N. Y. 
S. P. D. 16867 CE 





ITEM NO. C-945. 
4148 Pairs Shoes, Field, Welt, Reclaimed. 
See Style No. 1 
Price per pair 
See quantity prices 

Manufacturer unknown. Packed 24 prs. assorted sizes 
in bags, average weight per bag, 125 lbs. Part with 
hobnails and part without. Packed together in same 
bags. Sizes and widths as follows: 5 prs. 5B; 7-5 
6-5D; 9-5E; 4-5%B; 4-51%C; 5-5%D; 14-54E; 
48-6B; 30-6C; 87-6D; 103-6E; 15-6EE; 9-6 4B; 6-6% 
cS st 61%4D; 39-6 4E 17- 64%4EE; 2-7A; 21- 
7B; 69-7C; 149-7D; 372-7E; 107-7EE; 2-7%A; 31- 
TUB; 64-74C; 94-714D; 149-7 4E; 73-7 4EE; 20- 
8B; 97-8C; 230-8D; 467-8E; 215-8EE; 57-84B; 
43-8 %C; 64-8 ¥%D 152-84E; 108-8 YEE; 8—9B; 
30-9C; 109-9D; 323-9K; 117-9EE; 2-914A; 14-9 14B; 
4-914C; 47-914D; 43-914E; 33-914EE; 1—10A; 2-10B; 
20-10C; 53-10D; 100—10E; 53-10EE; 1-10%A; 5-10% 
C; 24-101%4D; 49-10 14E; 38-10 14EE; .1-11B; 10-11C; 
30-11D; 38-11E; 28-11EE; 1-11\4C; 2-1114D; 3-11% 
E; 5-1114EE; 1-12C; 1-12D; 5-12E; 6-12EE 3-124E; 
3-13EE. Minimum order accepted 250 prs. Stored at 


Boston, Mass. 
S. P. D. 13758 CE. 





ITEM NO. C-946. 
778 Pairs Shoes, Field, Reclaimed. 
. See Style No. 1 

Price per pair 

Price for all 
Manufacturer unknown. Various sizes. Regular width. 
Packed in bags of 24 prs. Minimum order accepted, 
lot. Stored at Boston. 

S.P.D. 14868. CE. 





ITEM NO. C-947. 
1,332 Pairs Shoes, Field, Reclaimed. 
See Style No. 1 
Price per pair 
See Quantity Prices 
Manufacturer unknown. Various sizes. Packed 24 pr. 
to a case. Minimum order accepted, 250 prs. Stored at 
Camp Pike, Ark. 
S. P. D. 14343 CE. 





ITEM NO. CC-948. 
328 Pairs Shoes, Field, Reclaimed and Reno- 
vated. Hobnailed. 
See Style No. 1. 
Price per pair 


Manufacturer unknown. Packed 24 pairs to ‘a case. 
Weight 120 lbs. Sizes and widths as follows: 3 pr. 5D; 
2-5E; 1-5EE; 1-6C; 11-6D; 10-6E; 11-6EE; 2-6 4B; 
3-614C; 10-614D; 1-6%E; 4-6 4EE; 6-7C; 3-7E; 
8-714C; 23-714D; 13—714E; 31-714EE; 6-8B; 18- 
8C; 29-8D; 8-8E; 11-8EE; 19-8\4C; 11-8%4D: 14- 
8 14D; s-84EE: 8-9B; 7-9C; 5-9B; 1-9E; 3-9EE; 

D; 1-10C; 4-10D; 7-10EE; 2-10%4C: 

EE. Minimum order accepted, lot. 
Stored ad Ft. Sill, Okla. 

S. P. D. 16911 CE. 








SEE FOLLOWING PAGE 
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Full Details of Sale of Quartermaster 
Corps Surplus Stock of New and 


Reclaimed Shoes at Fixed Prices 





No Orders Received Before July 13th 








In presenting these shoes at the fixed prices named, 
a splendid opportunity is afforded to purchasers to buy 
from this offering in quantities to suit their require- 
ments, with discounts as mentioned (for purchases in 
certain quantities) from the base price ranging from five 
to twenty-five per cent in proportion to the amount 
purchased and in accordance with the table of net 

rices on each of the various styles as enumerated 

erein. 


All sales will be made f.o.b. point of storage. Samples 
may be seen at any of the Zone Supply Offices at the 
following addresses: Army Supply Base, Boston, Mass.; 
461 8th Avenue, New York City; 21st Street and 
Oregon Avenue, Philadelphia, Pa.; Coca Cola Building, 
Baltimore, Md.; Transportation Building, Atlanta, Ga.; 
Army Building, 15th and Dodge Streets, Omaha, Ne- 
braska; Ft. Mason, San Francisco, Cal.; 17th and F 
Streets, N. W., Washington, D. C.; Newport News, 
Va.; Jeffersonville, Indiana; 1819 West 39th Street, 
Chicago, Ill.; 2nd and Arsenal Streets, St. Louis, Mo.; 
Army Supply Base, Poland and Dauphin Streets, New 
Orleans, tad San Antonio, Texas; New Cumberland, 
Pa.; Columbus, Ohio; Schenectady, N. Y.; or at the 
Surplus yaad Division, Munitions Building, Wash- 
ington, D. C. 


A deposit of 10 per cent of the amount involved must 
accompany each order and no order will be accepted for 
consideration prior to July 13, 1920. Orders will be 
received subject to prior sale, withdrawal from sale or 
change of price without notice. Guarantees to deliver 
certain or specific sizes from any one lot cannot be grea. 
but where one or more buyers purchase any one lo 
attempt will be made, where feasible, to give to each 
purchaser a fair assortment of the sizes as listed in the 
description of each lot. 


The Government also reserves the right to deliver, in 
the event that they cannot fill any one order in its en- 
tirety, a number of pairs approximating the number 
ordered, provided the quantity that can be delivered is 
within 10 or 15 per cent of the amount ordered. 


Orders may be sent to the nearest Zone Supply Officer 
as listed herein or to the Surplus Property Division, 
Munitions Building, Washington, D. C., but in each 
and every case the order must be confirmed by or 
through the Surplus Property Division before the sale 
is completed. his is necessary in order to avoid the 
reselling of any one or more lots and thus of necessity 
having to disappoint some purchasers. 


No lots of less than 250 pairs will be sold unless that 
articular lot consists of less than 250 pairs. Where 
ots consist of more than 1,000 pairs the price named in 
connection with the description is the minimum price 
that will be accepted for 250.to 1,000 pairs of that lot. 
When more than 1,000 pairs of that one lot are ordered 
by any one purchaser at one time, then the price named 
in the table of quantity prices will apply. 


t an. 


Attention is called to the fact that there are a number 
of lots in this list that consist of less than 1,000 pairs and 
in order to move these small lots we have made a price 
for the entire lot to any one purchaser which is equal to 
five per cent discount from the base price on that 
particular style of shoe. 


Note too that we present here illustrations of the 
various types of shoes offered for sale in this list. We 
do not guarantee that the shoes in each instance will 
conform exactly to the style referred to in its description 
but it will serve to give you some idea of the general 
character of the shoe and will vary from the illustration 
only in a minor degree. 


Please note especially that the table of quantity 
rices apply only insofar as it applies to any one lot. 
or instance, an order for 10,000 pairs of shoes which 

might be made up from several different lots would 
not be sold at the price set forth in the quantity price 
table even if the shoes were of the same style. These 
quantity prices prevail only when the total of any one 
order from any one lot is sufficiently large to entitle the 
buyer to the quantity price named. 


Any one order is construed to mean a definite order 
placed with the Zone Supply Officer at one time and 
these orders cannot be changed and additions or sub- 
tractions made thereto once the Zone Supply Officer 
has asked for confirmation of same. 


The reclaimed shoes offered in this list are in unusu- 
ally good condition having been resoled and reheeled 
where necessary and ready for service. Because of this 
we urgently advise Yann purchasers to make 
physical inspection of the actual goods if possible or to 
at least see the samples which are on display at the 
various Zone Supply Offices. . They will stand the most 
rigid inspection. 


Goods may be left in storage at purchasers’ risk for a 
period of thirty days after confirmation of sale, but at 
that time, if not sooner, all purchases must be removed 
and the sale completed by the payment in cash of the 
remainder due on the transaction. 


Each successful bidder will be required io certify 
before delivery is made on any of the shoes marked 
“new” that they will not be sold or offered for sale, 
directly or indirectly, for export. 








SURPLUS PROPERTY DIVISION 


Office of the Quartermaster General, 
Director of Purchase and Storage 


MUNITIONS BUILDING, WASHINGTON, D.C. 
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Just Off the Press! 
Frank P. Taylor’s Book of 


SHOE WINDOW DISPLAYS 


—A book that every shoe display man needs. It is packed from cover to 
cover with interesting, valuable information and suggestions. It tells the 
complete story of shoe window display—with authoritative articles by 
experts—printed on fine coated paper—profusely illustrated—bound in 
boards—with gold lettered cover, size 9’ x 12”. <A de-luxe edition in 


every way. 
You need it—your display man needs it! 
Order your copy today. The price is $2.75 


Frank P. Taylor 


381 Washington Street | Boston (9), Mass. 











ACORN BRAND 
SOLE LEATHER 


has met with instant favor all over the 
United States. This leather is made especial- 
ly for sewed work and combines the best 
quality with a firmness and appearance that 
is second to none. 


If you haven’t ordered from your jobber 
DO IT NOW! 


KULLMAN, SALZ 


Tanners of Real Leather 


82 FULTON ST. WELLS FARGO BLDG. 220 W. LAKE ST. 
NEW YORK SAN FRANCISCO CHICAGO 








“The Barrymore’ 


A captivating style. 

Our sales have been large and steady. 
The ladies like it. 

It’s a fitter of the finest kind. 


STOCK No. 832 
Women’s Cordo Calf Full Brogue Oxford. 
One Inch Heel 
{Sizes 2-8 - - Widths AA-D 
Price $8.50 





43 


Send for Summer stock style catalogue 


The PRESTON B. KEITH SHOE COMPANY 
BROCKTON (Campello Station MASS. 


New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 
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ALWAYS 


No. 748—An exceptional value in{ Men's 6-inch . 
bah Sees ieee boos enced The First Choice 


over our No. 88 - Th 
gf ln pre ag 
Vaieolee othewash iecdeahe nearen... 0600 of Your Customers Looking for Big Values in 
Light Work Shoes for City Wear 
No. 749—Same as 100 per cent shoe service depends on quality of leather and 
a ~~ ee workmanship. 
soled, brass La Crosse shoes average high because of these facts: 
nailed with  re- 1. We specialize on work shoes. 
inforced aS 2. Our volume production enables us to supply ex- 
over our o. . . 
last made with box ceptional values at regular prices. 
tee $3.75 . Every La Crosse shoe carries a sole leather insole 
cut from outsole stock. 
. Materials are selected with view to supplying needs 
of the various territories where shoes are me | 
. Every soft toe is made with a full vamp. 
. Every upper fitted over a hard box, built with a re- 
inforced ae vamp. 
. All La Crosse shoes have leather counter pockets. 
. La Crosse nailed shoes have the nails well clinched, 
eliminating any discomfort for the wearer. This 
means a good smooth job of nailing on the inside 
of the shoe. 
Additional features make La Crosse shoes worthy of the 
attention of men who know shoe values. 
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> Don’t fail to capitalize on the reputation of LayCrosse shoes. 
2 Show ’em, sell ’em. ; 


> 
> 
» 


LaCrosse Boot & Shoe Mfg. Co. 
LA’ CROSSE - mij 
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Made in the exclusive 
“RAUTEX” fabrics— 
cloths, linens, silk, and 
satin. All the most 
fashionable shades. 
































Now is the time to. anticipate your spat requirements for Fall. 
Spats will be in heavier demand than ever this year—especially 
the three most popular models in 


SPATS“ 


“TOPS 


sold everywhere to the best clientele in larger quantities than 
any other spats in the world: 


The extremely graceful lines and 
distinctive ‘‘master-tailored” ap- 
pearance of the STANDARD 
TRIMLINE model have been 
chiefly responsible for the popu- 
larity of Spats as a useful and 
beautiful adjunct to all costumes. 
Dealers report a wider demand 
for this smart spat than ever 
before. 


The BOOT-TOP is made to 
slip on over the heel without 
a buckle, giving the cloth top 
shoe effect now in vogue. As 
a boot-top it is preferred every- 
where for its trim, smooth fit, 
careful workmanship and super- 


ior quality. 


The STANDARD SPORT model 
meets a great demand for spats 
designed especially for low heel 
shoes and outdoor exercise. The 
‘‘mannish”’ lines of STANDARD 
SPORT model are accepted as 
the ideal accompaniment to the 
Sports Costume required in 
every wardrobe. 


It is advisable to place early order for these popular and well- 
advertised models. 


S. RAUH & COMPANY - 


310 SIXTH AVENUE 
The largest and foremost manufacturers of Spats in the world 


NEW YORK 
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That Will 
Bring Trade 
to You and 
Please Your 


Trade 


Patented 
July 14, 1913 


THE GILLIAM NEVERSLIP 
Once inserted in a low cut, THE GILLIAM NEVERSLIP THE THEO STRAP 


“stays put. ee Just moisten the back and it sticks—thereby At a very low cost it can be attached to your slow- 
eliminating all aggravating chafing and soreness of heel moving pumps and convert them into the up-to- 
tendons. the-minute Theo Ties. 

No pulling away at the ends. No stiffness or tension. Patent Leather—Gun Metal—White Buck—White 
Colors: Black, Brown, White. $1.75 doz. pairs, $21.00 gr. Kid—Cocoa Calf—Dark Brown Kid. $7.80 doz. 
pairs, less 5 per cent. Packed 3 doz. pairs in a display car- pairs—Sold only in dozen or more, of any kind of 


ton. Terms: 2 per cent 10 days, Net 30 days. leather. 


H. L. HYMES COMPANY | 19 East 17th Street 


| Manufacturers of Shoe Novelties NEW YORK 
| WRITE FOR CATALOG 
| 

















“HUBTIP” “Xo Me™. TP” SHOE LACES 


ii) 4 


APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 


Women’s or Men’s 


bs wagon s or —_— 20.60 a e 98.25 a one dita 
n. per gro. Strings. ....$2. in. per gro. Strings... .. 5 n. oy a ye. 
30 oe pe ‘ro: trings 2 80 40 ee pe oe oe ple 3.60 54 it) iT) . 430 


Men's 63 in. per ero. Strings... 4.80] G ASSORTMENT CABINET| D ASSORTMENT CABINET 
wr 36 pair 36 in 18 pair 36 in . 
F ASSORTMENT CABINET 45 $3. 18 
= pair in , 12 “ 54“ 
A ASSORTMENT CABINET 
E ASSORTMENT CABINET 36 pair 36 in ORDER A TRIAL CABINET 


COUNTER DISPLAY EASEL 


FRANK W. WHITCHER CO.--Mfrs.--Boston and Chicago, U. S. A. 























CUCUCOCUCECHORCCROCRERSGCRELECRORCCCOCORCCRECORCRRRERCCRSCERRERUREOSRRRRRGRCCRRSECeRRRCCEr 

















a 
ane 


2 ee 


Trade Mark. 


KEEPS WHITE SHOES WHITE 
— you sell a pair of white boots or 


shoes you have a customer for “ BLANCO.” 

Whenever you sell a tin of ‘“‘BLANCO” you have 
made a Satisfied customer—one who will return again 
and again. 

For “BLANCO” is an eminently satisfactory 
article—it is he White Cleaner Jar excellence. 

It does the work it is intended to do and does it 
thoroughly and well— without trouble. 

So, when you order your stock of White Footwear 
order their inseparable companion 


“ Keeps white shoes white.” 
The profit is as satisfactory as the article itself. 
Order NOW from your Wholesaler. 


Made only by 
Joseph. Pickering & Sons, Ltd., Sheffield. 
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’ 
Reg US Pet orien 


“Onyx” @ Hosiery 


Our Platform 100% Integrity 


We point with pride to over three decades of 
dealer co-operation and public satisfaction. 


As in the past,_we shall continue to maintain the 
quality of “ONYX” and to serve in this,- and 
every other way, the best interests of our many 
friends. 


Emery 6 Beers Company, inc. 


Sole Owners of “Onyx” Hosiery 
BROADWAY AT 24th STREET 





NEW YORK 
= 
Boston Office: Chicago Office: Philadelphia Office: 
31 Bedford Street North American Bldg., State 1033 Chestnut Street 
and Monroe Sts. 
San Franciso Office: 210 Pearl Street, Mutual Life Building 
259 Geary St. Buffalo, N.Y. 





TeeeucquaessennneceeeneoeeesenceneeueeUeenUceneOOUCeNOUODOGOOSeeeueeucceuesenencuccecscnesoccccccaceensnseccnecsossencececscgcceeccscuccsccncussnesucccnsucusensccet= 











INSURANCE 


F all the shoe dealers in the United States were to 
wait longer before placing their orders for Fall 
delivery and persisted in placing them later, on 

an ‘“‘At-Once” delivery basis, the full shoe factory 
capacity of this country would be utterly unable to 
cope with the situation. 


It would mean that in addition to the delay sure to be 
caused by inadequate transportation facilities, further 
delay would be occasioned by production congestion. 


Orders placed with the Lunn & Sweet Company NOW 
will be started in the works NOW and they will be 
SHIPPED EARLY enough to protect you against 
delayed freight or express delivery. 


IT’S INSURANCE THAT YOU WILL GET 
THE SHOES YOU’VE GOT TO HAVE. 


Our salesmen are still in their territories— 
A postal card to us will bring our full lines to you — 
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The Regal Essex has both style and 
conservatism without over-empha- 
sizing either. A Brown Kid Oxford; 
12 Square Sole; 8-8 Rubber Heel; 
Invisible Eyelets. Its dignity is 
a preserved by the well-rounded toe, 
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S finely perforated to give a touch \\ 7 
S of style. WW 
7; Stock No. Code Word 

LZ, 4459 “Evans” 
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tg Price, $8.35 
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THE SELLING POWER BEHIND THE REGAL 


REGAL SHOES sell without lengthy “‘sales talks’ and detailed explana- 
tions. We've been doing the explaining for years and years by powerful, 
dominating, national publicity. Today the public instantly recognizes the 
Regal Shoe as a world-wide quality standard. 
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The Regal Salesmen are now on the road. They will be glad to 
explain the Regal Agency Plan to progressive shoe retailers. It 
will pay you to know the details. 
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It is an integral 
part of the shoe; 
is locked to the 
insole. It cannot 
abrade the skin. 
It preserves the 
shape of the shoe, 
gives support to 


















the arches and 


ease to the foot. 


Don’t put a quart 








into a pint meas- 


ure. 






The Crawford Arch-Supporting Shank is an 
integral part of the shoe, not an appliance 
added to the shoe after it is made and worn. 








with it. 


BOSTON 


- BRANCHES: 








The Crawford Arch-Supporting Shank } 


The only arch-supporting appliance in the market based on 
surgical science and knowledge of shoe-making and fitting 





The finished, fash- 
ioned and fitted 
shoe is ‘intended 
for the foot only. 
Anything added 
will cramp the 
foot, injure “the 
arch and destroy 
the shoe. 


This is common 
sense. 


The shoe is for 
the foot and not 
a store house for 


appliances. 


It is fitted between the inner and outer soles of the shoe in the making and is a combination 
of science and sense. It is the answer to weak and broken arches. Ask for shoes equipped 


United Shoe Machinery Corporation 
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WATCHFUL— 
but not 
WAITING! 


During the past three years there has been continual evidence of fulfilled 
service by the P. J. Harney Shoe Co. to the retail trade throughout the 
country. 

The Company’s close watchfulness of the’trend of conditions has kept them 
a step ahead of the times—making possible real service when it has been 
needed most. 


Again this policy will show itself to advantage when circumstances bring 
you into the market in a hurry—for we haveinot been waiting;%we will be 


ready! ‘ 

- Right now, with our Spring and Summer stock entirely deplete, we are mak- 
ing up Fall samples in the authentic lasts, patterns and colors. Our entire 
facilities are being exerted to be ready for you with standard Harney In- 
Stock Service when you are going to need it more than ever! 


Built on service, with the policy to give you real service, the P. J. Harney 
Shoe Company extends this assurance that it will not be found wanting. 


P. J. HARNEY SHOE CO. 


Factory: Lynn, Massachusetts 
In-Stock Department 78 Lincoln St., Boston 


"CThe Shoos You Order Are the Shoes You Get” 
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No. 1278 
White Reignskin Oxford on No. 167 
Last, Narrow Toe, Plain Box Toe, 24-inch 


Full Louis Heel Covered to Match Upper, 
Turn Sole. ‘ 


Price $5.00 IN STOCK—AA to D 























BOTH THE OXFORDS 


Illustrated are ready for 


IMMEDIATE DELIVERY 





d 

But the supply is limited i 

Let us have your order early vi 
“Soft Shoes for Tender Feet” Ht 

. Hh 

: : J. J. Grover's Sons Co. & 
: LYNN, MASS. - i 
i oe Oxford on No. 168 amt. Sheszow BOSTON SALESROOM, 183 Essex St. " 
ii. ‘i NEW YORK SALESROOM Hi 
‘ Price $8.25 IN STOCK—AAA to C Marbridge Bldg. : 47 West 34th St. rt 
le Hy 
; 5 
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Absolutely no leather substitutes used 


I, gc ok cc os cu cacecsevlcwecnu $1.85 
3016— White Washable Kid...................... 1.85 
mae a, ee ae 1.85 
3017—Patent White Wash Kid................... 1.85 
3001—Brown Cabretta.......................... 1.35 
3003—Patent Leather, White Cabretta Top........ 1.35 
3005—White Cabretta.......................... 1.35 
3007—Patent Leather, Gray Cabretta Top......... 1.35 
3009—Brown Kid, White Cabretta Top............ 1.35 
en eee rn 1.35 
3101—Patent Leather Mary Jane......... 1.25 
3103—White Canvas Mary Jane........... 92% 
Os OS" ES ae 1.20 
3004—Patent Leather, Mat Top.......... 1.35 
3006—Patent Leather, Brown Kid........ 1.35 
3008—Patent Leather, Champ. Cab. Top. . 1.35 
3010—Brown Kid, Champ. Cab. Top... ... 1.35 
3012—White Canmvas.................... -95 
3102—White Cabretta, Mary Jane........ 1.25 
All the above numbers, sizes 1-4. 


Henry Kleine & Co. 


208-214 W. Lake St. : : Chicago 
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Immediate 
Shipments 
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B5009—White Polar Cloth Tear- 
drop Tie. Turn. Covered Full 
Louis Heel. AA to C 
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B5010—White Polar Cloth Two- 
Eyelet Tie. Turn. Covered Full 
Louis Heel. AA to C 


UAH UHH VAT 


B5001— White Polar Cloth Opera 
Pump. Turn. Full Louis Covered 
Heel. AA toC 


B5004— White Rainbow Cloth Strip 
Pump. Turn. 12-8 Military Cov- 
ered Heel. A to D 

B5005— White Rainbow Cloth Strip 


Pump. Turn. Half Louis Covered 
Heel. AA toC 








B3013—White Linen Cloth Oxford. 
Welt. Full Louis Covered Heel. 
AAA to C 


B5002— White Polar Cloth Oxford. 
Turn. Full Louis Covered Heel. 


B5006— White Rainbow Cloth Ox- 
ford. Turn. Half Louis Covered 


B3012— White Linen Cloth Oxford. 
Welt. 13-8 Military Enameled 
White Heel. B to D 


B5007—White Rainbow Cloth Ox- 
ford. Turn. 12-8 Military Cloth 
Covered Heel. Plain Toe. AA to 


Louis Heel 


B3411— White Reign Skin One-Eye- 
let Tie. 14-8 Ivory Heel. Welt. 


rithm nm 


MIDWEST SHOE COMPANY 
MINNEAPOLIS MINNESOTA _. a 
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THE ia 
FIRST NATIONAL BANK 
‘OF BOSTON 


YOUR SURPLUS PRODUCTS 


me 
| Might be marketed to great advantage abroad. If you are not familiar 
| with foreign market conditions and -financing, our experts will be 
| pleased to give you all desired information and will aid you in every 


/ way to develop this business. 


ads Capital, Surplus and Undivided 
Profits - - © $37,000,000 
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OU want the shoes you 
sell to keep your cus- 
tomers loyal to you. 


“STEADFAST” shoes are 
that kind. 


Priced lower than you’d ex- 
pect for shoes of such high 
grade. 


SMITH-BRISCOE SHOE CO. Inc. 


Makers of Good Shoes for Men? 
LYNCHBURG, - < - VIRGINIA 
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JANNING 


Our Calfskins, Veal Sides and Sides 


In Most Every Known Finish 


FIND THEIR PLACE IN EVERY LINE 





For Fall the Demand Centers upon 
Popular-Priced Shoes. Specify 


—= WAUKEGAN —; 


Sides in the Desirable Shades, 
Smooth and Boarded, when Order- 
ing and Successfully meet this 
Demand. 











Our Brands 


Lozant — Waukegan ~ Kenwood — Elkwood 
Waukegan Grain — Wilmette 
Waukegan Insoles 


THE GRIESS PFLEGER TANNING CoO. 


TANNERIES CHICAGO—WAUKEGAN, ILL. 
INSOLE CUTTING FACTORY NATICK, MAss. 
CINCINNATI, 810 SYCAMORE ST. BOSTON, 179-193 SOUTH ST. 


CHICAGO, NO. BRANCH, HALSTED ST. NEW YORK, 178 WILLIAM ST. 
CABLE ADDRESS: GRIESS 
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Style 1604 


Boarded Russia Calf 
Brogue Oxford 
In Stock A-D 


Price $6.75 





The 


Newport 





















































000 pairs ready June 15th. This 
-~ on or pret the Summer. ion style in high shoe No. 1704 now ready at $7.50. 


Send your orders atonceto = AT TIED SHOE CO., Newburyport, Mass. 








Pla-Mates will be displayed 
at the Rochester Shoe Style 
Show—July 5-10, in Room 
502—See the line of shoes 
that stay sold. 


venues anna tee WILLIAMS, HOYT & CO. 


5-8 $3.50  8}4-12 $4.00 ROCHESTER, N. Y. 


IN STOCK 





STYLE 1460 






opular style will sell until the snow flies. You cannot afford to be broken in 













PONY KID OXFORD 
5-8 $3.80 84-12 $4.45 








STYLE 22 





IN STOCK 
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ARE THE STANDARD— 
THEY SELL 






BOSTON 
52 Chauncy St. 


HUB GORE—Romeos and Juliets | 
—> Eni: 


HUB GORE— INSURED GORE 
FOR TWO YEARS 


EVERLASTIK, Incorporated. 


HUB GORE MAKERS 






TRADE MARK 


NEW YORK 


395 Broadway 
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Veal 2p 


| Leather 


_ 3 


The Longer You Wear It, the Better You Like It 


STERLING PATENT COLT AND STERLING PATENT KID 
RETAIN 'THEIRGY PERFECT FINISH .LONGER THAN OTHER 


SHINY LEATHERS. 
These leathers conform to the foot and have an easy glove fitting 
quality unknown to any others. ape 


The use of STERLING PATENT COLT and STERLING PATENT 
KID in your shoes is GOOD BUSINESS INSURANCE FOR YOU. 


Sterliiy Gult Sterlitig Kid 


BRISTOL PATENT LEATHER COMPANY - - BOSTON, MASS. 
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LACE SHOES 


"THER style-leadership is unquestioned. For 
E pe other shoe is so acceptable to Your Trade 
—and You. Be sure to get the big 
They fit the ankle with a snugness and smoothness are a + a 
so dear to the feminine heart. They are quickly 
adjusted without inconvenience. And ‘your service Eyeletson ALL your shoes 


ends with the sale. 
United Fast Color Eyelet Company - Boston, Mass. 
CELE TETII IIL ILILILILLLLILELLELELLL ? 
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‘“‘Father and the Boys” 


Wear ‘‘Streeter’’ and 


A line which combines so many attrac- 
tive characteristics cannot fail to merit 
the approval of the patrons of the best 
retail stores, 


‘J. M. O'Donnell” Shoes and ‘‘Streeter”’ 


Shoes for men who stay young, show 


perfection in fit, style, quality and price. 


‘Travel in our shoes. ’”’: 


‘““O’Donnell’’ Shoes 


Union Stamp 


Wall, Streeter & Doyle Co. 


NORTH ADAMS, MASS. 


Boston Office - 
Detroit Office - 


- 207 Essex Street 
407 Temple Building 
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BROWN’S | 
Dependable Calfskins 


—A potent selling point for manufacturer, salesman or shoe merchant. 
—An assurance of skillfully tanned leather. 
—A guarantee of quality. 

See our exhibit at the Rochester Style Show, Room 506 


KOKO 3 OTTER 12~ RICH TAN 11 BLACK OCOZE BROWN OOZE 
For the Export Trade, No. 15, Plain or Boarded 


1920 Samples Will Be Sent Upon Request 


Cc. D. BROWN  & CO., Inc. 


EXECUTIVE OFFICE AND FACTORY 
ROCHESTER, N.Y. 


BOSTON, 50 SOUTH ST. 
NEW YORK, 84 GOLD ST. 
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“*The Welt Stitchdown 
that has made good.’ 


IN STOCK 


Button and Lace 


5-8 
eine TD. <5 000650008 $2.45 
Beowm Etk............. 2.45 
Cordo Lotus........... 2.55 
Gun Metal............ 2.34 
81¢-l1l 

Smoke Eik.. . .$2.90 
Brown Elk.... 2.90 
No Tacks cen oo ag Po 

No Nails vun etal.... 2. 


Footform 
Lasts 


INOW READY! 
1920 DIRECTORY 


OF 


Shoe Manufacturers 


Covering all the improved features of previous 

* editions, thoroughly and carefully revised to 
date. Over 200 new firms and reorganiza- 
tions, changes in addresses, changes in lines of 
production, etc. Remember this is the only 
Directory giving complete description of 
product, output in plain figures, and contain- 
ing the names of actual manufacturers—no 
jobbers included. 


Price 93.60 Postpaid 


Shoe Trades Publishing Co. 


683 ATLANTIC AVE. . BOSTON 


To sell “‘Youngster Shoes”’ to the child 
in most cases influences parents to pur- 
chase footwear for themselves from the 
merchant who satisfactorily fits their 
children. 


TRUITT BROS., Inc. 
BINGHAMPTON - - NEW YORK 
MMe eM MS Me hh LO 
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Always In Stock | 


Less 2% 10 Days Net 30 Days 











BOUDOIRS ONE STRAP TWO STRAP 
SANDALS SANDALS 


High or low heel 
$2.15 


y “= High or low heel 
Tan 1.75 $2.25 


Also three strap, high or low heel, at $2.40. 


Consolidated Slipper Company 
Haverhill, Mass. 
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RUSSELL’S “NEVER-LEAK”? 


The Boot that Hits the True Sports- 
‘man and Outdoor-Man Just Right 


IGHT-WEIGHT, comfortable and as water repellent as 
L leather can be made. Suited for every kind of going, they 
give the limit of service and satisfaction. 


Made from chrome-tanned leathers, water-proofed in ‘tanning. 
Skillfully made throughout and 


THE “NEVER-RIP’’ SEAMS 


are warranted not to break or open 


- 
Sell? Ask the Sportsman or Outdoor fellow who owns a pair—their con- 
fidence is earned by the actual service the boots render in the “going.” 


Catalog and merchants’ price list yours for the asking. 


W. C. RUSSELL MOCCASIN CO. 


BERLIN 33 tt 23 WISCONSIN 


LLU el tet tt Th 
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WILLIAM GREILICH & SONS 
Factory and Sales Offices, Brooklyn, N. Y. 
N. Y. Office and Show Room, Marbridge Building. 
47 W. 34th St. 





COLORED CALF AND SIDE 
LEATHERS 


have attained a position 
of world renown and are 
found in the high grade 
footwear of discriminat- 
ing people of all nations. 


For Quality 














THE HVME VF THE 


LUXVK LINE 














Tannery and General Offices 


THE OHIO LEATHER 
COMPANY 
GIRARD - -: OHIO 


Boston - 33 South Street 
The Ohio Leather Corporation 


Philadelphia, 325 Arch St. 
The Ohio Leather Company 


New York, 29 Spruce St. 
Oscar Scherer & Brother 


Milwaukee, 258 4th St. 
A. R. Mueller Company 


St. Louis, 1602 Locust Street 
Arthur S. Patton Leather Co. 
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White Linen Welt FE d W h ’ 
"Bataan or ites 
are attractive, look well, 
fit well, and are easily 
cleaned—selling points 


that make for more busi- 
ness. 





Style B 448 $5.00 A White Linen $ 5 00 
Welt Oxford ° 
White Ivory Sole, 14-8 Military 


Heel, Imitation Tip. In Stock I N S f O C K 


‘ied C. P. FORD & CO. 
“2g 8 ROCHESTER, N. Y. 


IN STOCK 
New York Office, 127 Duane St. E. H. Talbot, Jack Galway 
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GRIFFIN WHITE KIDINE GRIFFIN LOTION CREAM 


For all white kid shoes. A perfect white be | gh ten pr = Synmeng 


brown, y. 
cleaner that gives a kid glove finish. GRIFFIN PEUERWHITE CLEANER Cleans, softens ood polishes all kid leather. 
no acids. It is to the 


Small (15c) Size, $14.25 Gross, $1.25 Doz. _ For all white shoes exce ai kid. Athorough [outelle no injurious cots. Iti 


cleaner, not a whitew 
Large (25c) Size, $21.60 Gross, $1.90 Doz. 3 1-2 oz. Foldi 3 oz. Size, $21.00 per Gross, $1.80 per Doz. 
ate oe $1.25 Dos. ° ‘ 


5-oz. disteuh Gee 
$21.60 Gross, $1.90 Doz. 


BE READY FOR YOUR WHITE BUSINESS 


There are no better or better known dressings for all kinds of white shoes than Griffin. 


GRIFFIN MANUFACTURING CO.., wea_| 





























67-69 MURRAY STREET - NEW "Ex. U. S.A. 
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NOVILLA KID 
_¢ for 


Distinction 


Economy 
Wear 


Write-us today for full 
particulars 


CASTLE KID CO. INC. 
Originators and Makers 
CAMDEN, N.J. 
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ew of Leather 
Supplies and Prices 


MUM 


The Leather Market 


Tanners Continue Working Under Curtailment— 
Price Situation Same as a Week Ago— 


Raw Stock Market Lower 


In certain séctions where there have 
been strikes or disagreements on ac- 
count of wages, settlements have been 
or are being made in the matter, which 
insures operation of tanneries. The 
only hitch now is orders. Trading con- 
tinues to be backward and dull, but 
there is a likelihood that the way stocks 
are being reduced by extensive sales of 
shoes to the public, replenishment of 
stocks will result earlier than would 
otherwise have been the case. 

Many of the sales have been of ob- 
solete styles of the narrow toe and 
elongated vamp type, and most of them 
carry the extreme Louis heel, which is 
fast going out as a practical heel for 
people who need shoes for other pur- 
poses than to dance in, or at least for 
appropriate wear. Prices of leather 
have reached a level which conservative 
judges maintain is as low as may be 
expected this year, and with the dearth 
of raw material which exists all over 
the world, it would not be surprising 
to see a firmer market when merchants 
begin to restock their depleted shelves. 

Moreover, with the adjustment of 
foreign exchange, we may look for a 
continuance of heavy buying from 
abroad. As far as actual valuations 
are concerned, there is virtually no 
change from a week ago. The hide 
market has reached a very low point. 
Prices of hides and skins are on a lower 
level than a year ago. 

What the raw stock market. would 
do on more active buying from manu- 
facturers and retail shoe merchants is 
problematical. Hide and skin dealers 
look for an upward trend on the re- 
sumption of heavy buying. At present 
the entire situation is featureless and 
uninteresting. Packers are not forcing 
offerings, but prefer to await inquiry. 


Raw calfskins were quoted a year ago 
at 50c to 80c, and today at 25c to 50c 
per pound. 

Calf Leather 


Calf leather is quoted all the way 
from 75c to $1.25 a foot. Some choice 
selections of suede could be sold even 
higher. The demand for black calf is 
quiet, and the price range is usually 
5 to 10 cents lower than for colors. 
Many of the tanners have dropped 
below 50 per cent reduction as re- 


DOASGADGPTUAUSOORASBDISDRDEN ARABBDSIIADIB}”- 
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flected from the conditions in many 
shoe factories which are curtailed from 
50 to 60 per cent. 


Side Leather 


Side leather is also experiencing the 
quiet conditions prevailing in other 
lines, and is quoted on the basis of 
45c to 75c a foot for colors, according 
to the quality and selection. Blacks 
bring less. The principal demand is 
for leather for heavy shoes for work- 
men and boys, and brings all the way 
from 35c to 60c per foot. A fair call 
continues for veals and kips. Leading 
tannages of the latter have an imitation 
calf finish and range from 75c to 85c a 
foot. The kid finishes of side leathers 
in brown and other shades for dark 
colored footwear are in fairly good . 

(Continued on page 131) 


CURRENT LEATHER AND HIDE MARKET QUOTATIONS 


Prices Under 1919 and 1914 Are for the Corresponding Week with This Year 
Sole Leather 


Hemlock sole, heavy No. 1 

Hemlock sole, seconds, mid............ 
Oak sole, No. 1 bends 

Oak sole, No. 1 backs, all weights...... 
Union steers, flat 

Union cows, flat 

Offal, hemlock heads 

Offal, hemlock bellies 

Offal, hemlock shoulders 

Union offal, heads 

Oak offal, heads 


Chrome, S. A. dry hide, 7% to 10 iron sides 


Chrome, green hide, 6 to 8 iron sides 


1920 


56@ 
54@ 
.10@1. 
92@ 
88@ 
85@ 
14@ 
20@ 
40@ 
21@ 
26@ 


1919 
Cents per pound 
56@ - 
54@ 
96@1. 
82@ 
84@ 
80@ 
10@ 
12@ 
30@ 
15@ 
18@ 
Cents per foot 
43@ 50 
—@ 50 


1914 


—@30 
24@26 
47@50 
45 @46 
—@44 


60@ 
—@ 


Upper leather quotations are not given, owing to the wide range of prices which 


depend on quality, grade and selection. 


Hides and Skins 


Heavy native steers 
Heavy native cows 


1919 1920 
Cents per pound 
—@40 
38@40 
32@35 
65@70 
65@80 


1914 


—@36 
35 @36 
17@32 
30@50 
20@40 
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Style B117 


WHITE REIGNSKIN 
Imitation Tip, White Ivory Sole and 
Heel, Goodyear Welt 
SIZES: 

AA, 4%- i A, 4-7 B, 34-7; 
C, 3-74; D, 3 5-Pi4 

$5.50 


ESUMMER 


Style B121 


DARK BROWN KID 


Military Heel, Straight Tip, Closely 
rimmed Goodyear Welt Sole 


- SIZES: 
AA, 4%- CE A, 4-7 

3-7; D, 3% 

$7.50 
112—Same in Black Kid 


5 B, 34-7: 
-744 


Style B825 


DARK BROWN KID 
Theo Tie, Imitation Turn Sole, Louis 
Heel 
SIZES: 
A, 47%; B, 34-74; C, 3-7; 
D, 3-7% 
$6.50 
820-——Same in Black Kid 


Style B771 


WHITE REIGNSKIN 
Full Louis Covered Heel, Turn 
SIZES: 

AA, 44-8; A, 4-8; B, 344-8; 
C, 3-8 


$5.50 


Terms Net 30 Days 


Style B123 
WHITE REIGNSKIN 
DEFENDER 
White Goodyear Welt Tie with Walk- 
ing Heel, Ivory Sole and Heel 
SIZES: 
AA, 147781, Fra 4-7 B, 34-7; 
C. O74: D, B-Th4 


55.50 


Style 821 


GLACE BLACK KID 


Imitation Straight Tip, Cuban Heel, 
Two Eyelet 


SIZES: 
A, 34-74%; B, 34-74%; C, + 
7%: D,3-7% 


$5.50 


The MENIHAN Company 


Rochester, N. Y. 
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RETAIL BUSINESS GOOD 


Sales Effective, but Goods Sell at 
Regular Prices Also 


Commencement, the wedding season, 
and the first real touch of Summer have 
combined to make egood business for 
retail shoe merchants in Milwaukee. 
During the past week to ten days, trade 
has assumed a large volume, which has 
been stimulated to a material extent by 
the artificial device of clearing stocks at 
reduced prices, a method still in use. 
In the shoe stores, price-cutting has 
not been so general as in the department 
stores or merchants in women’s and 
men’s apparel, yet the boot shops have 
been successful in attracting buyers in 
great numbers to take advantage of 
bargain offerings, and, by suggestion, 
selling the regular run of merchandise 
not affected by the reduced prices. 

The second week in June brought 
weather such as Milwaukee and vicinity 
is accustomed to have in mid-Summer. 
The mercury all last week hovered 
around the 90 degree mark. Shoe mer- 
chants lost no time in attracting public 
attention to their white footwear stocks, 
and while the city sweltered, men and 
women hastened to buy white oxfords 
and pumps to complete summery ap- 
parel. In the main, merchants did 
not cut prices on such goods, because 
selling them was a relatively easy 
matter. 


WHOLESALE TRADE DULL 


Manufacturers Fear a Last Minute 
Rush to Buy 


Since a good many manufacturers and 
jobbers have made varying cuts in list 
prices so that surplus stocks might be 
distributed more rapidly, some mer- 
chants have felt that future prices will 
be lower. At any rate, they do not 
seem to be in much of a hurry to buy, 
believing that they can gain nothing. 
Many of them, however, recognize that 
with production considerably reduced in 
recent weeks, and prospects for a con- 
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News in Shoe Markets 
ing, and Merchandis 
ments in America’s Shoe 


MTT Ee 


MITE AM 


Milwaukee 


tinuance throughout the Summer, it is 
going to be an extremely difficult matter 
to cover requirements for Fall and 
Winter if the retail trade rushes into 
the market at the eleventh hour. 
Manufacturers point out that while 
leather prices are easier, the decline is 





Don’t Practice What 
They Preach 


One of the Milwaukee news- 
papers during the week published 
a symposium article on “Patches,” 
quoting some of the wealthiest men 
of the city as refusing to buy new 
apparel of all kinds, preferring to 
have their clothing as well as boots 
renewed. The expressions ‘were 
taken with the proverbial grain of 
salt by shoe merchants who have 
these men as customers. While it 
is true that patching up of clothing 
and shoes is more general than at 
any time in six or seven years, the 
volume of business done ia new 
apparel seems to indicate that more 
buying is being done than ever 
before. 


co oa 











hardly enough, nor of such permanence 
that shoe prices will be affected ap- 
preciably. Labor costs remain very 
high. Tanners are doing little and this 
is bound to create a shortage of raw 


materials when the demand resumes its, 


accustomed volume later in the season. 
Merchandise for Fall and Winter, it is 
predicted, will be as high if not higher 
than a year ago. 


Motor Trucks Much Used 


With railroad transportation in the 
worst tangle in history, the motor 
truck has been employed to excellent 
advantage by Milwaukee boot and shoe 
factories to make prompt deliveries 
within a radius of reasonable distances. 


TTMIITINI TTT 


For instance, the Ogden Shoe Company, 
1017 Cold Spring Avenue, found the ° 
commercial vehicle a mighty handy 
substitute for box cars. A large retail 
shoe firm at Aurora, Ill., had spent con- 
siderable time and money advertising 
the opening of a new store and were 
assured delivery of 15,000 pairs of 
ladies’, men’s and boys’ footwear. It 
was impossible to ship by freight, so 
two. motor trucks, of 3% and_5 tons’ 
capacity, were called to the plant, 
loaded, and sent away at 3 p.m., 
arriving at Aurora at 7.30 p.m. on 
the following day. The distance of 150 
miles was covered in less than 15 hours 
running time. The Aurora store was 
able to open its doors to the public 
exactly on schedule time. 


New Company Incorporated 


The Universal Foot Measure Com- 
pany of Milwaukee has been incor- 
porated with a capital stock of $10,000 
to manufacture a new foot-measuring 
device invented and patented by 
William Scharun, 707 Astor Street, who 
for many years conducted a shoe find- 
ings house on Wells Street. 


Brouwer Company Holds Sale 


The S. J. Brouwer Shoe Company, 
322-324 Grand Avenue, leading mer- 
chant in the Dr. Reed Cushion shoe in 
Milwaukee and vicinity, is conducting 
a ten-day sale of its entire line of these 
goods. The advertisements say this is 
being done “for the first time in six 
years” and gives as the reason the fact 
that thousands of pairs came in very 
late and were accepted at price conces- 
sions which are now being passed on to 
the consumer. ‘Dr. Reed shoes being 
made for us for Fall cannot be sold at 
these prices,” is a significant statement 
attached to the offering. The line is 
being sold at a standard price of $12.95 
for goods usually sold up‘to $17.00, 
while broken lines of women’s high and 
low shoes are being sold at $9.95. 
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a ere to oBuy 
Women’s Shoes 


LATEST CREATION IN A BOUDOIR 


best of wor 

Reds and T Tan, $1. 
THE ORIENTAL BOUDOIR co. 
61 Essex Street, Haverhill, Mass. 


V) WHITE SHOE NOUETTIES 
ao MSKAYS 


seen \ ii 
HART MAN SHOE COMPANY 


VERHILL, MA 





COLLINS & STAPLES 
Makers of 
HAND TURNED LOW CUTS 
In Stock for Immediate Delivery 
White Polar-Kloth Pumps, 
Oxfords, . ies 
Factory, 118 Phoenix Row Boston Office 
Haverhill, Mass. 110 Lincoln St. 


CU 








The Line of 100 Styles 
of Comfort Shoes 


Juliets — Oxfords — Bals 
—Polish—Button—Theo 
— Three Poin 


Women’s Flexible its : 


TIMSON BROS. tne. | 
ston, Mass. 








PHILLIPS-CRAM CORP. 
Successors to 
NASON & PHILLIPS 
Makers of 


Women’s Turn Slippers 


276 River Street - Haverhill, Mass. 
Boston Office, 207 Essex Street 








BARNETT SHOE CO., Boston 
Immediate Delivery 
Fatcnt Chrome a 


Turned Opera Pum: 
17-8 Covered Louie Mek, 


$4.50 





“CLEO”? TIES 


BLACK AND BROWN OOZE IN HIGH- 
GRADE TURNS WITH MEDIUM VAMP. 


ca ™° $5.90 


Net 10 Days 
Straight Runs Only 
BARNETT SHOE CO. 


110-112 Summer St. Boston, Mass. 








In Stock Indian Moccasins 


Ne. 1430 BEADED VAMP 
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St. Louis - 


WHITE SHOES SELLING FAST 


But Customers Still Are Shopping 
Rather Cautiously 


Local shoe retailing has swung into 
the hot weather run and whites are the 
thing just now in the shoe stores with 
a complete range of styles, prices and 
materials. Incidental to this develop- 
ment in retailing there is noted, in the 
white goods, a recurrence of the dis- 
position to buy goods of price and the 
bucks are meeting with good sale in the 
men’s lines while the kids are selling 
well to the women at somewhat better 
than the cut prices made on other lines 
only a short time ago. It must be ad- 
mitted, however, that the consumer 
trade is shopping round a bit more and 
is cautious about its purchases to a de- 
gree that has not prevailed for a long 
time. Special offerings at low figures 
continue to be made from time to time, 


in shoes at least a considerable pressure 
to buy, as between deferred ordering and 
cancellations it is felt that the retail 
trade of the St. Louis territory is not 


. at all well supplied for its Fall trade 


and that buying will have to be done to 
protect deliveries wanted for the Fall 
selling. 


PRICE CUT NOT RADICAL 


Sensational Newspaper Stories Are 
Denied 


One of the now usual sensational daily 
newspaper articles was published here 
the past week declaring that St. Louis 
shoe manufacturers had cut their prices 
heavily—as much as $2 per pair and 
that the slash, according to the publica- 
tion in question, was horizontal, mean- 
ing that the trade has taken the first 
lap of the toboggan. The manu- 
facturers, having become used to this 


Outside of Johnson-Stephens & Shinkle Shoe Company’s St. Louis factory with 
about two-thirds of their employes, who are co-operating with them to keep up 
the standard of St. Louis made shoes 


but most of the goods being moved out 
now are either job lots bought from 
manufacturers or broken lines, particu- 
larly in the long forepart, narrow toe 
type which ought to be cleared up 
anyway. 


GOOD WHOLESALE TRADE EX- 
PECTED 


Buyers Will Be in Market by July 1, 
Is Believed 


From now until the middle of July 
at least and probably a later date the 
wholesalers and manufacturers will 
have scant representation in the various 
territories. The salesmen have either 
gone on vacations, have come into 
headquarters or have gone home for a 
rest until the opening of the market 
buying season which will begin im- 
mediately after the National holiday 
in this section. Usually some buyers 
make their appearance even earlier, but 
in general the rush begins by the middle 
of July and runs through August. 
The wholesale district is anticipating 


type of publicity, paid little attention 
to it and the merchants took the same 
attitude. The facts in the case are as 
reported in this correspondence last 
week. Prices have been revised in ac- 
cordance with the changed cost of ma- 
terials which will be used in the early 
Fall shipments. These will be made 
from leather, etc., which was acquired 
at low prices recently. Inquiry through 
the district shows that all the manu- 
facturers recognize the prices at which 
the leathers were obtained were tem- 
porary and that purchases of the skins 
now in soak at the tanneries for later de- 
livery will be at considerable higher 
prices than those at which special lots 
have been bought. It is known that 
some purchases have been made by 
manufacturers with the ready cash as 
much as 40 cents below recent quota- 
tions. The cuts in the finished products, 
however, are not on all the numbers in 
the various lines nor on the major per- 
centage of them and the average of the 
reductions is about 8 per cent as 
recently noted. 
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MERCHANTS DISCUSS PRICES 


Round Table Meeting Held by St. 
Louis Association 

The regular monthly dinner and busi- 
ness meeting of the St. Léuis Shoe Re- 
tailers’ Association was held Wednesday, 
June 9, at the Statler Hotel. About 
thirty members were present. Arthur 
Ebbs, of the Swope Shoe Company, 
president of the association, presided. 

The principal speaker of the evening 
was Beverly Jones of the International 
Shoe Company. Following Mr. Jones’ 
talk there was a general discussion and 
many questions were asked him with 
reference to present as well as future 
shoe prices, all of which he answered 
very frankly. 

Round table discussion followed with 
M. M. McCain of the Shoe Mart as 
chairman. Trade conditions were dis- 
cussed, particularly with reference to 
prices, styles, and best sellers. It was 
the opinion that the general trend was 
toward shoes to sell at $10 and under. 

Plain and small-tongued pumps with 
cut steel and beaded buckles have been 
selling well at the Shoe Mart, according 
to Mr. McCain, who further stated that 
he looked for brogues, oxfords and 
brogue boots to be in good demand in 
the Fall with a strong call for low shoes 
and wool hosiery the early part of season. 

The next meeting of the St. Louis Shoe 
Retailers’ Association will be held in 
September, at which time it is planned to 
have an outing for members and their 
families. 
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New Hosiery Department Planned 


Hanan’s Shoe Store has started work 
on the installation of the hosiery depart- 
ment. This will occupy a prominent 
place in the front of their store. Com- 
plete lines of men’s and women’s hosiery 
will be carried. The show cases are of 
the roller-disk-top type which com- 
pletely cover the stock when not in use. 
The department will open in about two 
weeks. 


Friedman-Shelby Man Honored 


John C. Roberts, head of the Fried- 
man-Shelby Branch of the Interna- 
tional Shoe Company, was recently 
elected to membership in the Tennessee 
Society of New York City, during a 
visit there to attend the dinner at the 
launching of the new battleship Ten- 
nessee. 


Repairmen Demand Increase 


The boot and shoe workers employed 
in the repair departments of the local 
stores the past week presented a de- 
mand for a minimum wage of $40 per 
week effective July 1. The owners of 
the shops have not definitely deter- 
mined upon a policy, but have pointed 
out to the repair men that at the wage 
rate demanded the amount of work will 
be cut down as repairs will be more ex- 
pensive than the purchase of new foot- 
wear, considering the life of the repaired 
shoes. 


Detroit 


GETTING REGULAR PROFIT 


Detroit Merchants Have Not Cut 
White Shoe Prices 

As the mercury rises, business ap- 
pears to be getting better. The advent 
of real hot Summer weather early in 
June has opened the business in whites 
in dead earnest. Everywhere merchants 
are busy selling whites. 

The cold weather in April and May 
held back a great deal of the expected 
business in Summer lines, but this con- 
dition was made the most of by the wide- 
awake who offered high-cuts at cut 
prices in an effort to force business. 
Early in May one or two merchants 
began cutting on all stocks, trying to 
out-Wanamaker Wanamaker. Fortu- 
nately other merchants did not follow 
suit. Today, instead of cut-price sales 
and cut-throat competition the mer- 
chants of Detroit are enjoying a good 
profitable business. 


Early Sales Expected 


Indications are that clearance sales 
will start earlier this season than usual, 


one high-grade store having already 


advertised an advance mid-Summer. 


clearance. The trade is answering this 
by special offerings of one kind or an- 
other, special two-day offerings, etc., 
while holding the more wanted lines in 
check and taking regular profits on the 
more seasonable stocks. Whites are 
not being cut in many instances, or if 
cut at all the reductions are slight. 


WINDOWS ARE ATTRACTIVE 


Trimmers Vie with Each Other to 
Get Artistic Effects 


A very attractive display of whites 
was seen in the Newcomb-Endicott 
Cempany window. French gray wicker 
furniture trimmed with purple was used 
for fixtures while one or two pair of 
purple silk hose and a couple of purple 
silk umbrellas were used as accessories 
in the display. 

A very appropriate show card in 
Kern’s white shoe display read, ‘In 
Summertime the styles decree Milady’s 
footwear white shall be.” In this dis- 
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play a dainty piece of lace was used as 
a drape over one of the stands, taking 
the place of the heavier and warmer 
appearing plush. 

Another inviting window was that at 
the E. & R. Woodward Avenue store. 
The background was formed of circular- 
topped ‘panels painted pea green, a 
shade to suggest coolness and comfort. 
Flower wall pockets were filled with 
purple sweet peas. 


Display Convention to be Big 


The Display Men’s Association con- 
vention to be held in Detroit, July 12- 
15, is to surpass anything ever before 
attempted. The J. L. Hudson Com- 
pany, through the efforts of Charles 
Wendel, president of the local associa- 
tion and display manager for this firm, 
will entertain the entire convention at a 
buffet lunch. Music by the Hudson 
Quartette will be the chief entertain- 
ment of the evening. 
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Association Has Good Growth 


The Detroit Retail Shoe Dealers’ 
Association has been active in many 
ways as. is evidenced in the increase 
within one month of nearly 90 members, 
87 to be exact. 


Baseball Match Arranged 


The Lindke Shoe Store baseball team 
has challenged the Walk-Over and the 
R. H. Fyfe Company’s nines. The for- 
mer has accepted the challenge while 
the latter is holding aloof. ‘Enough 
sed,” says Manager Taylor of the Lindke 
Store. 


Boulevard Association Meets 


The Washington Boulevard Associa- 
tion held the first of a series of lun- 
cheon’s, June 8. Frank J. Casey, man- 
ager of Thayer McNeil Company, is 
vice-president. 


Cleveland 


RETAIL TRADE GOOD 


Merchants Uniformly Successful 
in Disposing of Spring Stocks 


Cleveland shoe merchants will not 
go into the Summer season with over- 
stocks of Spring low shoes. - For a time 
it looked bad for the merchants, who 
had bought heavily in anticipation of 
big Spring business. The weather was 
inclement for weeks. Then the strike 
of railroad switchmen threw thousands 
out of work and this had its effect on 
buying generally. Then as a final blow 
the Spring season was unusually 
short. 

But the clouds have rolled away, and 
the average big merchant in this city is 
happy. He commenced his special 
sales on Spring shoes the week after 
Easter and has been driving hard ever 
since to prepare his shelves for the 
Summer business. 

The men canvassed in the downtown 
retail district all agreed that their 
Spring stocks had sold well, with the 
exception of Louis heels, and the carry- 
over of these is not so large as was 
anticipated. The low heel shoes went 
well in the special sales, and of course 
they were disposed of at better prices 
than the Louis heels commanded. 


White Shoes Now Displayed 


There are many stores still conducting 
special sales on low Spring shoes, but 
the peak of this drive has passed with 
excellent results. In‘some of the stores 
Spring shoes that formerly sold for as 
high as $16 are now priced at $10.75. 


Reductions in other models are pro- 
portionate. 

With the Spring goods about out of 
the way, the past week has witnessed 
a big drive on the part of merchants for 
the sale of white shoes. Merchants 
interviewed assert that no Summer sea- 
son ever opened under more auspicious 
circumstances. The, weather in Cleve- 
land last week was almost stifling. 
The mercury hovered around the 90° 
mark nearly every day and people 
sought the shady side of the pavements 
and cooler clothing. Sixty per cent of 
the sales were whites and merchants 
look for a gradual increase as the season 
advances. The patrons want low heels. 


Cloth Whites Go Best 


Cloth whites are going best and the 
Cuban heel is the most popular. 
Eighty-five per cent of the volume of 
business is in white oxfords. The sale 
of pumps does not quite measure up to 
the records in past years. 

Kid whites are not selling as well as in 
recent years, largely because of the 
higher price, but also because everyone 
is of the opinion that cloth shoes are 
cooler. It was not so long ago that 
white boots were popular, and enor- 
mous numbers of them were passed 
over the counters every Summer season. 
But the boots have been supplanted by 
the low models. 


Freight Delivery Improved 


Freight deliveries have got back to 
approximately normal in this city, and 
every merchant is.delighted. Most of 
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the railroads entering this city report 
that strikers either have returned to 


work or their places have been filled. 
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There is a steady flow of shoes into the 
city, and deliveries, although a little 
slow, are not causing worry. 


Lynn 


KIDS WITH PATENT TIPS 


New Pattern Effects Being Offered 
by Lynn Firm 


Rogers & Briggs, makers of women’s 
shoes, trot out as something new a line 
of kid shoes with patent tips. The first 
patterns show the regulation straight 
tips, in pleasing combination with the 
fine black kid. . These patent tip styles 
are selling, in oxford and boot styles, for 
Fall and Winter. Also, Rogers & 
Briggs are selling for Fall a new line of 
walking shoes, of chestnut calf leather, 
hand-boarded , grain, plain tips, and 
military heels, 12-8 high. The bottoms 
of these shoes have an extra, heavy sole, 
and a fair stitched edge, making a com- 
pleted edge of No. 11 iron. For next 
Spring, Rogers & Briggs show a further 
development of patent leather tips, in 
oxfords and boots. In oxfords,. they 
are turning from lace to strap effects, 
and they have new patterns in cross- 
strap and button effects. The patent 
tip shoes are made over a slim toe last, 
with a 35g vamp. The shank is pulled 
in, and the edge is trimmed close. The 
last has a bit of a wall side. 


**Miss Lynn”’ to Be at Style Show 


““Miss Lynn, Model 1921,” will be 
presented to buyers visiting Bostcna 
market, in July. Edric R. Taylor of 
Lynn is arranging to present her. She 
will lead a detail of dainty damsels along 
the promenade. A group of leading 
manufacturers of Lynn will support Mr. 
Taylor in his new production. They 
are already making shoes especially for 
it. Albert N. Blake of the Watson 


Shoe Company is chairman of the 
general style show committee for the 
Boston market. 


Makes Connection in Detroit 


“‘Lynch of Lynn’’ has arranged for 
Marks of Detroit to sell the Lynch 


‘ line of shoes to the retail trade of his 


western territory. 


Low Heels Predominate 


A Lynn salesman, home from a 
Western trip, says that 90 per cent of his 
orders for Fall and Winter shoes call for 
low heels. He is making up samples for 
next Spring and Summer, and he is 
putting Louis heels on them, for he be- 
lieves that high heels are coming back. 


New Pattern Machine Developed 


Another marvelous machine of the 
shoe trade, a power-driven machine for 
cutting and grading patterns, has been 
developed by “Sanborn of Lynn.” It 
is worth mentioning to shoe buyers, 
because it will show them the genius 
that is behind the shoe industry. The 
machine is expected to prove even more 
valuable than was Matzeliger’s lasting 
machine. The machine will.cut, with 
absolute precision, a pattern in 20 
seconds. It will save tons of pattern 
board. 


Shipping Shoes to Bohemia 
The Bata Shoe & Leather Company 
has begun to send shoes from its new 
Lynn, Mass., factory to its head- 
quarters in Zlin, Bohemia. Mr. 
Bata, head of the company, is expected 
from Bohemia in July. 


Brockton 


MARRIED WOMEN QUIT WORK- 
ING 


Not so Much the Case in Brockton 
as Elsewhere, However 


Inspectors of the Massachusetts De- 
partment of Labor and Industries give 
it as their opinion, following recent in- 
vestigations, that many married women 
are. quitting their work in the factories 
throughout the State, one reason being 
that on account of the high wages paid 
to men workers, the married women 
are not obliged to work to as great an 


extent in factories as heretofore. Brock- * 


ton, however, according to local au- 
thority, is not affected to any great 


extent along this line. Married women: 
as a rule, are sticking to shoe factory 


employment. There are many married , 


women stitchers in this city who have 
been empleyed in leading manufactur- 
ing plants for many years and who earn 
substantial wages through their ac- 
quired skill. 


New Factory Under Way 


S. Lipsit Company, Brockton’s new- 
est shoe manufacturing concern, has 
begun the production of men’s medium 
grade welts at a factory on Manchester 
Street, recently acquired by this con- 
cern. The daily output at the beginning 


125 








Where to Buy 


Men’s Shoes 

















Stock Dept. 5 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 
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THE ““TOQUGAS” SHOE 


BETTER THAN THE BEST 
8 your line with the fast-selling 
men’s welts we can send you. In stock. 
Made to order. 
GEO. N. TOUGAS SHOE CO. 
161 Summer St., Boston 








BETTER SHOES 
BETTER SERVICE 
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Sole Footwear 


SHOES, 6 to 14 Inches 
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REECE SHOE COMPANY 
Columbus, Nebraska, U. S. A. 
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DANVERS, MASS. 
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Soft Soles and Moccasins 


Ask your Jobber for our 
s. We do not sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








Attention to Jobbers 
OUR TURN | SHOES 
for Children and Misses 
are scientifically constructed 
on nature form lasts. 
aga SHOE co. ine. 


SW PFEIFFER, Rep 








“ELAM”? 
Flexible First Step Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO., Inc. 
Rochester, N. Y¥. 
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YOU KNOW? 


that you can buy it—or 
sell it—through the 
“Where to Buy” columns. 
This feature in its quick 
service is a time saver in 
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is to be about 20 dozen, with a gradual 
increase during the next few weeks. 
S. Lipsit is president; his wife, Mrs. 
Rose Lipsit, vice-president, and Joseph 
Bearak is secretary. Mr. Lipsit has 
been engaged in the jobbing business 
in New York city. Two of his sons, 


_“£harles and Moses, will be connected 


with the new concern. 


Motor Truck Shipments Made 


Brockton shoe manufacturers are 
interested in the “ship by truck” 
movement which is receiving much 
attention at the present time, owing to 
the railroad congestion. Several shoe 
manufacturing concerns are members of 
the Motor Truck Bureau, the object of 
which is to facilitate the movement of 
trucks by providing loads in both direc- 
tions wherever these truck routes are 
established. Offices will be maintained 
in Boston and other cities. 


George E. Keith to Visit Europe 


President George E. Keith of George 
E. Keith Company will sail for Europe 
in July, visiting England, France, Bel- 
gium and Switzerland. He expects to 
be absent about two months. It is 
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Mr. Keith’s intention to combine busi- 
ness with pleasure on the trip. The 
company of which he is the head has 
extensive business interests in England 
and on the Continent. This company 
has recently completed work on a new 
heating plant which is to supply heat to 
all the Brockton factories operated by 

the company. 


Shoe Manufacturer on Committee 


Brockton will be ably represented on 
the Finance Committee of the forth- 
coming tercentenary celebration of the © 
landing of the Pilgrims at Plymouth. 
C. Chester Eaton of the shoe manu- 
facturing firm of Charles A. Eaton 
Company is the Brockton representa- 
tive. The celebration begins on De- 
cember 21. 


To Build Factory Addition 


The Wade Manufacturing Com- 
pany, makers of shoe trimmings, with 
factory on Haverhill Street in this city, 
will build a brick addition to the plant 
at a cost of approximately $26,000. 
The growth of the business of the con- 
cern necessitates additional factory 
space. 


Haverhill 


STYLE TENDENCY IN DOUBT 


Manufacturers Awaiting Develop- 
ments Before Creating Any- 
thing New 


Haverhill manufacturers of women’s 
turns are “sitting tight’’ on the trade 
situation, waiting to see which way the 
1921 style cat will jump. As one manu- 
facturer puts it: 

“We are all at sea on next year’s 
plans. We have samples of every style 
which should be selling, yet little in- 
terest is shown on the part of buyers. 
Therefore, we think it wise to await 
developments. A style surprise may 
be pulled off by some concern—a shoe 
that will catch the trade’s fancy and go 
big for Spring. It has been done in 
past years. Conditions are now ripe 
for something of that sort. This style 
may be an opera, a colonial or perhaps 
an oxford. Nobody can tell at present. 
Many wholesalers and retailers from all 
over the United States will begin ar- 
riving in Boston right after the Fourth 
of July. At that time we should be 
able to get a line on their ideas for 1921 
styles. Frankly, we haven’t any of our 
own as yet. I believe, however, that 
next month the present confused situ- 
ation will be clarified into definite ac- 
tion. Meanwhile, our eyes and ears 
are wide open. And we’re holding our 


breaths, expecting to get hit by a style 
surprise in July.” 


White Shoes Are Needed 


A salesman for a Haverhill turn shoe 
house, who recently returned from a 
trip to Southern cities, says: “‘There is 
an active demand for women’s white 
pumps and oxfords. Wholesale and 
retail merchants need such goods right 
now, but find it difficult to get them 
made up for this season’s trade. ‘They 
want deliveries in July at latest. Under 
present quiet factory conditions, how- 
ever, floor goods are the best bet. 
Merchants will be short of seasonable 
white goods. It will be the same with 
Fall footwear. Retailers who have can- 
celed Spring orders can’t blame manu- 
facturers if they postpone cutting Fall 
orders, lest these, too, should be can- 
celed after the shoes have gone into the 
works.” 


Will Visit California 


George W. Dobbins, treasurer of 
Witherell & Dobbins Company, shoe 
manufacturers of this city, leaves Haver- 
hill June 24 on a teur of the North- 
western and Far Western States. Mr. 
Dobbins will be accompanied by his 
wife and son, and will be absent about 
five weeks. 
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Factory Space Wanted 


The Haverhill Chamber of Com- 
merce is receiving numerous inquiries 
from out-of-town concerns regarding 
space available for shoe manufacturing 
in Haverhill. Secretary Hartwell says: 
‘‘There is considerable space to be had 
and new building construction going 
on. Rents are on a par with the other 
high costs of doing business.” 


To Exhibit at Chicago 


Haverhill shoe manufacturing con- 
cerns who will exhibit at the Chicago 
Shoe Exposition, July 12 to 15, include 
Charles K. Fox, Inc., Hervey E. Gup- 
till Co., Herman E. Lewis, Inc., E. T. 
Sullivan Co. and Whitcomb Shoe Co. 


Concern Granted a Charter 


The Columbia Shoe Company of 
Haverhill has been chartered under 
Massachusetts laws to manufacture 
boots and shoes. Officers and directors 
are: Joseph Cappabianca, president; 
Antonio Cappabianca, treasurer; Wil- 
liam U. Verrette, clerk. 


Shoe Concern Enlarging Activities 


The Hartman Shoe Conipany, manu- 
facturers of women’s low-cut white can- 
vas novelties, has leased 6,000 square feet 
of floor space on the first floor of the 
building adjoining its factory. In this 
added space the Hartman Shoe Com- 


New 


CUT PRICE SALES CONTINUE 


Checked Only by Advent of White 
Shoe Season in New York City 


The second week in June saw little 
change in. the shoe situation in New 
York. Cut price sales continued un- 
abated and even with renewed vigor in 
some quarters, while manufacturers and 
jobbers complained of a lack of Fall 
orders. The warm weather inaugurated 
the white footwear season and in only a 
few cases was there a disposition on the 
part of merchants to sacrifice stock of 
this nature when an actual demand for 
white goods asserted itself. 

White shoes of all descriptions were 
reported to be moving with about equal 
popularity. Few high white shoes 
were called for, but this was anticipated. 
White buck led the demand in high- 
class shoes and in the less expensive 
range the. various types of nu-buck, 
snow buck and other side leathers ran 
about equal with canvas. In the Fifth 
Avenue stores good sales of the white 
and black or tan combinations were 
noted and sport shoes ran strong in 
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pany will inaugurate a new department. 
For the Spring of 1921 a large stock of 
goods will be carried for the wholesale 
trade only, including a full line of the 
latest novelties in white canvas low 
cuts. The new plans of the concern 
will involve no change in the produc- 
tion of goods in the factory, which will 
be continued as heretofore exclusively 
for the wholesale trade, with a 5,000- 
pair daily production. An entire block 
is now occupied from 29 to 37 Wingate 
Street. 


Heel Company Has New Factory 


The Estabrook Wood Heel Co., Inc., 
Haverhill, Mass., has removed its fac- 
tory and office to the rear of 280 River 
Street, where larger quarters and in- 
creased ‘facilities will enable them to 
install their own turning plant and a 
complete equipment. 


Factory Building Taking Form 


The new factory building at the 
Junction of Washington and River 
Streets, to be occupied by Witherell & 
Dobbins Company, is rising above the 
street level. Solid concrete foundation 
and cement construction of eight stories, 
with steel reinforcement, will make this 
building one of the largest and most 
substantial factory structures in Haver- 
hill. It will be ready for occupancy in 
the Autumn. 


York 


sales along New York’s most prominent 
shopping street. 


Merchants Buy Nemours Shoes 


The Nemours sale at the Grand Cen- 
tral Palace continues in full swing. 
C. A. Lockhart, manager of the sale, 
said that several small merchants had 
bought considerable quantities of shoes, 
paying the full marked price for them 
and carrying them away themselves. 
One of these sales, he asserted, amounted 
to $1,800. Mr. Lockhart expects the 
sale to continue until the end of the 
month, and indicated that some dis- 
counts might be given dealers for unsold 
stock at the termination of the sale to 
the public. Different colored wrapping 
papers have been introduced for differ- 
ent days at the Nemours sale to prevent 
pilfering. All packages carried out of 
the building must be wrapped in the 
colored paper designated for each day. 


“Without Profit’? Sales Is On 


Friedman, conducting a chain of 
eight storesin Manhattan and Brooklyn, 
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ROCHESTER’S FELT 
SHOE KINGS 
PLACE. ORDERS NOW AND INSURE 
EARLY DELIVERY 
Write for Catalog 


um. W. HAHN CO. 
NEW YORK 
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Patent Seamless MaryJane 
NO HEEL. SIZES 2 TO 5 


At $1.15 


JOHN M. AHEARN SHOE CO. 
683 Atlantic Avenue, Boston 
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Ballet Slippers 














BALLET 
SLIPPERS 
““Seaeslecss CARRIED IN STOCK 


Black Kid Only. Widths C and D 


Sizes, 6 Child’s to 8 Women’s 
BROOKS SHOE MFG. CO. 
PHILADELPHIA 








High-Grade Ballets 


Women’s $1.85 and $2.25 Grades 
Misses’ 1.75 and 2.15 Grades 
~ Children’s 1.65 and 2.05 Grades 
THE HAMMOND SHOE CO. 
HAVERHILL, MASS. 








STANDARD BALLETS 
THAT ARE MADE  appeged 


Women’s Black. Sizes 244 to8......... $1.75 
Misses’ Black. Sizes 11 to 2........... ly 
Children’s Black. Sizes 8 to 10%...... 1.55 
Same in White, 10 Cents a More 
WIRE OR Y ORDERS TO US 
NOW FOR AT-O OR FUTURE 
PURITAN SHOE CO., Inc. 74 Reade St., N. Y. C, 
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Colored 
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Beggs & Cobb, Inc., Boston, Mass. 
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tains a Polish 


Creese & Cook Co. #522" Syst 


Tanneries at Danversport 








GUARANTEED 
TWO YEARS 


BOSTON OFFICE NEW YORK OFFICE 
52 Chauncy St. 395 Broadway 











No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
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All the Time 
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announced last week a “without profit” 
sale of $1,000,000 worth of men’s and 
women’s shoes. Shoes that formerly 
were priced from $10 to $14 were 
marked down to $7.65. No C.O.D.’s 
or deliveries were offered. 


Retail Developments Watched 


Manufacturers and wholesale sales- 
men in this vicinity are watching retail 
developments closely and do a consider- 
able bit of “‘window-shopping”’ in the 
mid-town section. Often they recog- 
nize their own shoes in the windows 
bearing price tags which startle them. 
In not a few cases, they assert, the mer- 
chants are selling shoes at cost or below. 


Chicago Firm Invades New York 


The Feldman & Durne Shoe Stores 
Company of Chicago has leased the 
store at the northeast corner of Broad- 
way and Forty-first Street, now occu- 
pied by one of the Park & Tilford 
groceries for twenty years. The lease 
dates from May, 1921, at a rental aggre- 
gating $900,000. The store is back of 
the Knickerbocker Hotel which is being 
converted into an office building, and 
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which, it is understood, will house a 
new shoe retailing establishment. 


Repair Shops Increasing 


The casual wanderer around New 
York’s streets cannot help but notice the 
increase in the number of shoe repairing 
shops that have sprung up recently. 
All of them appear to be doing a thriving 
business. A large portion of the repair 
work, according to two of the leading 
repair ‘men, consists in the fitting of rub- 
ber heels. Apparently few people buy 
their shoes with rubber heels atttached, 
but after wearing them until the heel 
begins to run,. they choose rubber as a 
heel material for the first repair. 


New Store for I. Miller Company 


The I. Miller Company, retailers and 
manufacturers of shoes, have leased the 
four-story building at the northeast 
corner of Fulton and Bond Streets, 
Brooklyn, which will be remodeled for 
use as a retail store by the company. 
The aggregate rental for the long term 
is said to be $1,000,000. In the neigh- 
borhood rentals average more than 
$1,500 per front foot. The plot is 20 
by 70 feet. 


Providence 


WHITE PUMPS POPULAR 


Also White Silk Hosiery—Business 
Is Active 

During the past few weeks, retail 

buying has been very brisk mostly in 

the call for white pumps. This active 


buying which in most stores has ex-. 


ceeded that for the corresponding period 
of last year has no doubt been stimu- 
lated by the recent warm weather and 
holiday rush of patrons into the city. 


Summer Recess Taken 


William M. Monroe, secretary of the 
Rhode Island Shoe Retailers’ Associa- 


tion, reports that the meetings of the 
association have been cancelled for the 
Summer months, except on_ special 
occasions, of which due notice will be 
sent members. 


Buckle Demand Is Good 


During the past few weeks, buckles 
have had a big demand, mostly in the 
black and white varieties, and all white, 
to harmonize with the latest pumps of 
white kid and canvas. Purchases have 
been mostly on metal buckles in the 
cheaper grade, with a few calls for 
beaded and rhinestone effects. 


Lynchburg 

decline in leather has just been made by 
the Craddock-Terry Company through 
its President, John W. Craddock. The 
company is the largest shoe manufac- 


SHARP PRICE DROP NOT EX- 
PECTED 


Peak Has Been Reached, Is Believed, 
but Decline Will Be Gradual 


The shoe price peak has been reached, 
Lynchburg shoe manufacturers, jobbers 
and retail merchants agree. But, they 
all add, those who look for animmediate 
sharp decline in prices will be disap- 
pointed. 

Announcement of a readjustment in 
shee prices in keeping with the recent 


turing concern here. The reduction, it 
is explained, will range from 15 cents to 
$1.00 a pair, and will apply principally 
on black and brown kid and the higher 
grades of calfskin, but will not apply 
uniformly on all shoes made of such 
leathers, being based on the market con- 
ditions as applied to the different grades 
of leather used. The reduction will 
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apply on the shoes sold heretofore with 
Fall dating, as well as on those to be 
shipped hereafter from orders on hand. 


FALL BUYING IS LATE 


Merchants Purchasing on Week- 
to-Week Basis 

Buying for Fall delivery has been 
later this year than ever before accord- 
ing to local manufacturers and jobbers, 
who are advising retail merchants to 
make their purchases now while the 
market is dull, for they expect business 
to pick up before the end of six weeks 
and say that the buyer who waits: too 
long to lay in his next Winter’s: stock 
may find himself unable to place his 
orders. Merchants are reported to be 
buying mostly frorh week to week, 
while watching the situation closely, in 
order not to be caught with a large 
stock on hand should a sudden slump 
in prices occur. Wholesalers, however, 
believe there will be quite a rush of Fall 
orders before long. 
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Leather men now are said to be offer- 
ing hides at a reduction, but this is not 
expected to continue when the Fall sea- 
son gets in full swing. The price of 
hides, they think, is likely to advance as 
soon as the manufacturer feels the 
pressure of buying for next season. 

The Lynchburg shoe industry, as a 
whole, appears to be optimistic con- 
cerning prevailing conditions and to 
anticipate a large Fall and Winter busi- 
ness on a market which is well-nigh 
normal. 


Expect a Low-Cut Winter 


Low-cut shoes, it is said, will pre- 
dominate during the Fall and Winter, 
and both merchants and manufacturers 
expect more low shoes to be worn next 
season than have been seen during any 
of the cold months of former years. 
One merchant stated that his purchases 
for next Winter have been about 60 
per cent low-cut shoes. 


Louisville 


RETAIL BUSINESS EXCELLENT 


Merchants and Manufacturers Re- 
gain Confidence—Demand for 
Whites Is Good 


Business is materially improving as 
the result of excellent weather, which 
is forcing a big demand, especially in 
white shoes for women and children, 
while there is also an increasing demand 
for men’s shoes in white and tan. Busi- 
ness which was very draggy in early 
May came strong toward the end of 
the month, and has been fine in June. 
Leading shoe merchants report that 
May closed as one of the best months 
in their history, several stating that 
May was the best May on record. In 
fact business was not so very dull, but 
when prices began slumping in the 
East, and there was a wave of price 
reducing, merchants got cold feet in 
many instances. After finding the 
markets are not weaker, and manu- 
facturers stand the same, confidence has 
returned. 

_ Buying continues light, merchants 
having placed only a small percentage 
of their Fall orders so far. One house 
reported that it had placed orders for 
only about 35 per cent of its require- 
ments, and very few houses have placed 
more than 50 per cent. There have been 
some cancellations on Fall orders, but 
principally as a result of differences of 
opinion between merchant and manu- 
facturer relative to methods of conduct- 
ing business. In one case some can- 
cellations are reported where a manu- 





facturer decided to invade the retai 
field with a company owned retail store. 


While money is tight some of the 
prominent retailers report that they 
have had assurances from their bankers 
that they need not worry about getting 
cash to buy reasonable amounts of 
merchandise. Interest rates are about 
1% per cent over the legal rate in the 
State, but as a result of action of the 
Federal Reserve Bank in forcing down 
credits it is impossible to borrow money 
at the legal rate, at a time when other 
States which have higher rates are 
offering premiums. 


C. M. Phillips Made Manager 


C. M. Phillips, formerly manager of 
the shoe department of Kaufman 
Straus & Co., has become manager of 
the shoe department of the Stewart 
Dry Goods Company, succeeding R. E. 
Burney, who came to Louisville from 
Texas about a year ago. Mr. Phillips 
was with Byck Brothers some eight 
years ago, going to Kaufman’s as 
assistant manager under Bert Davis, 
and becoming manager when Davis 
went East. He continued in the posi- 
tion until a few months ago when he 
succeeded B. A. Beagle, as manager for 
John Shilito & Co., Cincinnati, when 
Beagle went on the road for a Rochester 
manufacturer. Phillips resigned and 
returned -to Louisville, where he sold 
at retail for a couple of weeks while 
awaiting for something to turn up. He 
goes with one of the largest shoe de- 
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Engraving and Printing 




















ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone Beach 4960-4961 
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COLOR PRINTING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 


DESIGNING 





“| UNIVERSITY. ©, | 
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Window Trim Material 




















Window. Displays 
BACKGROUND _ PAPERS, 
ARTIFICIAL FLOWERS, etc. 

Send for Catalogue 

DOTY & SCRIMGEOUR SALES CO., Inc. 

30 Reade Street. New York 








DISPLAY MEN 
Attractive Windows— Use Win-Doce 


WIN - DECO DISPLAY saarese 
‘ederal ton 





93 F. 
220 E. Lex. St., Baltimore 
624 Bldg., Chicago 
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Miscellaneous 




















Manufacturer 


OF QUALITY BUCKLES 
dkelve = —p 


Do. Ww. CO LTAS co. 








THE BEST IN 
Detachable Pump Straps 
(Many Styles and Designs) 
LEATHER BOWS 


Covered Buckles Colonia! Tongues 
Beaded Buckles 


Tas VAR ITY NOVELTY WORKS 


Gates bn} 
OeneeesencenccsaceedeccecccceccccsTecececscccencecnssssecccener 


comes ot Uae | Leather Plems Selicted oar 











NO PAINT! 

Write ws for full information. Send pair for 
“show me” demonstration. It will pay you! 
ALBANY SHOE REPAIRING CO. 

157 Kingston St. 








eedbeccessseecse: 


OHOE BUCKLES 

OF EVERY DESCRIPTION 

BEADED AND METAL 
BUCKLES 


OUR SPECIALTY 


FASHION ORNAMENT CO. 


198 MONTAGUE ST BROOKLYN. N.Y 








You need this book on 
SHOE WINDOW 
DISPLAYS 
Get it today! $2.75 postpald 


FRANK P.: TAYLOR 
381 Wash’'n St, Boston, Mass. 
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VOOR shoe DUCRICS 
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L.. ALTERSON &' CO. 
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partments in the city, and a depart- 
ment that has always paid a good 
salary, and which has had a good house 
behind it. It is understood that Mr. 
Burney is returning to Texas. 


Shoe Store Changes Name 


The Berland Sample Shoe Shop, 
second floor of the Marion E. Taylor 
building, formerly the Paul Jones 
building, after several years of success- 
ful operation under that name, becomes 
the Boston Shoe Shop, Inc., taking the 
corporate title under which all of the 
chain of stores operated by the Al. A. 
Rosenberg & Co., Boston, are handled. 
Leo Rothschild is manager of the 
Louisville operations, which include the 
Berland shop, and also the Up Stairs 
Shoe Market, on the other side of 
Fourth Avenue in the next block. 
Milton Levy has been looking after the 
Berland shop as assistant to Mr. 
Rothschild, who is giving personal 
attention to building up the new Up 
Stairs shop. 


Additional Space Leased 


The Rodes Rapier Company has 
closed a deal for the entire first floor 
of the Starks building, effective August 
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1, 1921, at a rental said to be about 
$40,000 a year, and incorporating about 
7,000 square feet of floor space, with & 
72 by 82 frontage on Walnut and 
Fourth Avenue. The shoe depart- 
ment will be a first floor instead of 
mezzanine department when the com- 
pany secures control of the first floor. 


Reduction Sale a Success 


Byck Brothers report that their 20 
per cent reduction sale has been going 
fine, and that May closed as one of the 
very best months in their history. The 
company plans to lighten stock ma- 


. terially before moving to its new build- 


ing at Fourth and Guthrie Streets. 


To Attend Clothiers’ Meeting 


A number of shoe merchants hand- 
ling clothing and furnishings will go to 
Dawson Springs, Ky., to be present 
at the annual meeting of the Kentucky 
Retail Clothiers’ Association. One 
hundred and fifty merchants from the 
West Kentucky division of the Re- 
tailers’ Association of Kentucky were 
present at a district meeting at Paducah 
on June 8. The association went on 
record as opposing the soldier bonus 
bill. 


Des Moines 


customers. A few of the several which 
are getting the majority of attention 
are the following: ‘““What’s the use of 
losing trade pushing inferior footwear.”’ 
“Dainty, but with an abundance of 


BUSINESS CONDITIONS GOOD 


Weather Has Much to Do With 
Increase_In Retail Sales 


Retail merchants, on the whole, re- 
port a good business during the past 
week. Clear, sunny days have brought 
people to the downtown stores to buy. 
Every merchant visited says the same 
thing, which is that the principal aim 
of the public is to get medium-priced 
shoes. All local stores are staging sales, 
accompanied by much newspaper ad- 
vertising. Prices have been a bit high 
and the reductions now made, say the 
merchants, put shoes back to normal. 
This is the situation in a nutshell. 


Subway Uses Clever Advertising 


The Subway Shoe Store has put in 
during the past week some very novel 
advertising. In one window section 
with a display of Goodrich rubber 
goods, they have put several copies of 
the March 13 issue of ““The Boot and 
Shoe Recorder.”’ In this way they are 
connecting up with the national adver- 
tising of this. concern and are really 
deriving real benefits from it. They 
also are doing the same with the much- 
advertised keds. A special job lot sale 
of men’s low shoes at $3.95 pulls many 


wearability.” “Shoe customers always 
come back, in some stores to return 
goods, in our store to buy more.” 


Must be Guided by Best Judgment 


The president and board of the 
Iowa Retail Shoe Dealers’ Association 
advises that members take into con- 
sideration present stocks and immedi- 
ate Fall needs in buying their Fall stock. 
“‘Keep your house in order in case of 
what might happen, even though noth- 
ing may happen just now,” is the advice 
of the association. They believe that 
prophecies by anyone at the present 
as to the future of shoes are poor 
policy. In women’s lines, it is believed 
that oxfords with military heels will 
play a part in the buying in the Fall, 
especially in the college. towns. 


Slade Uses Different Advertisi ng 


During the past few weeks, the 
Slade shoe shop has been putting on an 
advertising campaign by the use of 
postal cards. A list of people who live 
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One of the Best of the Many Unusually Good Displays at the Recent 
“‘Made-in-Wisconsin” Exposition, Held in Milwaukee—That of the 
Kalt-Zimmers Manufacturing Company 





in the wealthier and middle-class dis- 
tricts is used as a mailing list. Each 
week a different picture is sent out of 
the store on the left half of the postal 
card, and the right is devoted to clean 
selling talk. A clean, neat shoe store is 
pictured with an interested salesman 
waiting. upon a well-dressed woman. 
There is no heavy black print—just 
soft tones with neat, light type. The 
advertising is bringing much steady 
business, by adding a class of customers 
who do all of their shoe buying in one 
store. 


THE LEATHER MARKET 
(Concluded from page 119) 
demand. The bright spot in the patent 
leather lines is the export call. Prices 
show little change. 


Glazed Kid 


The market for glazed kid has heen 
more quiet in view of the curtailment 
in production of women’s footwear, as 
manufacturers of women’s shoes felt 
that cancellation and lack of orders 
period the hardest. These manufac- 
turers are consequently looking for 


lower priced kid. The top selections’ 


of colors are still quoted well above a 
dollar, with prices ranging downwards 
according to the quality of shoe wanted. 


The Sole Leather Situation 


There is virtually no change in the 
sole leather situation. Prices are fairly 


well maintained, and have not suffered 
a reduction in sympathy with upper 
leather prices. 


Boston Notes 


OFF TO SOUTH AMERICA 


Carl S. Wells of First National 
Bank 


Carl S. Wells, manager of the com- 
mercial service department of the First 
National Bank of Boston, will sail 
shortly for South America. Commer- 
cial conditions in Latin America will 
be investigated and business opportuni- 
ties studied. The First National’s 
branch at Buenos Aires, Argentina, has 
been a success from its start, a few 
years ago. 


REMOVES TO NEW YORK 


William A. Platz of Standard Kid 
Manufacturing Com pany 


William A. Platz of the Standard Kid 
Manufactyring Company, Boston, and 
Wilmington, Delaware, is removing to 
their New York office to take charge of 
the domestic business in that territory. 
He will also have supervision over the 
business in Montreal and Quebec. 

The Standard Kid Manufacturing 
Company’s office in New York is 
located at 610 Tribune Building where 
the Export business will be in charge of 
A. A. Leibert. 
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Miscellaneous 





orrer FREE USE 


Of Shoe Cuts, Covers, Borders, Ete., for your 
Booklet, Catalog or Folder, if you place the 
printing with us; or we will Sell Shoe Electros 
at $1.25 each. 

SEND FOR FULL PARTICULARS 





N.H. GROVER CO., R 63, 161 Summer St., Beston 








WM. SUMNER SMITH 
Exclusive Distributer 
NEW YORK CHIOAGO 
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Perfection Pneumatic 
Arch Cushion 
Designs Prevent 
ELASTIC TIP COMPANY 5 
Beston, Mass., U.S. A. 
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Shoe Polishes 
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WHire Wer 


CREAM UNBURNABLE 
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PHILADELPHIA, PA. a 








ing for Every Shoe 
Griffin Mfg. Co., Ine. | 








INFORMATION wines: 


“Where to we constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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- PLUS BUSINESS 
FOR EVERY DEALER 


oe retailers have long been 
seeking a comprehensive line 
of footwear that will lead them 


to plus business. The United 
States Rubber Company has 
long been working toward that 
goal with Keds. 


TODAY we believe that goal 
has been reached. There is 
scarcely any demand for work, 
sport, dress, or street wear that 
Keds cannot satisfy. 
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WHITE TURN CANVAS 


LOW CUTS 
JM'STOCE 


FOR 


Immediate 
Shipment 


Style No. 500 


Turn Oxford, 16-8. % 
Louis Covered Heel. 
Widths: B, C and D. 


Price, $2.00 


Style No. 502 


Shimmy Pump, 16-8. 1% Louis 
‘Covered Heel. Widths:  B, 
and D. 


Price, $2.00 





WIRE YOUR 
ORDER TODAY 


Style No. 504 


Military Heel. Turn 
Opera Pump. Widths: B, 
C and D. 


Price, $2,069 


36 Pair 
Case Lots Only 


Style No. 501 


Military Heel. Turn 
Oxford. 12-8 Covered 


' Cuban Heel. Widths: B, 


C and D. 
Price, $2.00 


Style No. 503 


Turn Opera Pump. % 
Louis Covered Heel. 
Widths: B, C and D. 


Price, $2.00 


ATKINSON-BLUMENFELD COMPANY 


170-172 LINCOLN STREET, BOSTON, MASS. 
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Herman’s 
**No. 225” 


with 


Fibre Sole | 
$6.50 






Munson Last. 
gee Metal 

pers. 
Neolin Sole, 
“Wingfoot” 
Heel. 








Herman’s Shoes 
bottomed with ‘‘Neolin’’ 


OR the combined shoe 

value of genuine Mun- 
son U. S. Army last, plus 
the maximum of sole wear, 
nothing else quite equals 
Herman’s Shoes made with 
the famous “‘Neolin” soles 
and “‘Wingfoot”’ heels. 


These special lines of Her- 
man’s Shoes—five distinct 
styles—are proving to be 
strong sales-producers for 
Herman Dealers. 


Let us give you full in- 
formation, including prices. 


The Herman line of U. S. Army 
Shoes is the most complete made. 


JOS. M. HERMAN SHOE CO. 


1024 Albany Building 
BOSTON, MASS. 
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HOWHITE SON? \ 
J an: CLEANER 
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“QOH” HOWhite 
BAG POWDER 


The Instant Cleaner for White Shoes! 

A white shoe cleaner that will actually clean! 
No liquid to spill—easily packed in handbag when 
traveling, always clean and available and invariably 
gives satisfactory results. 

Get Oh HOWhite on sale. It’s a great little profit 
maker. 
In stock for immediate delivery. 


Jobbers Write for Prices 


EDW. H. JOHNSON MGF. CO. 
115 Washington St. Trenton, N. J. 



























' Order 


_TRUFIT SPATS 
NOW 

























a marked rise in prices 

next season. We still 
have on hand, lines of the 
present season, with prices 
unchanged, and we strongly 
advise the immediate 
placing of orders. 
All desired shades 
in stock in box 
cloth and felt. We 
cannot, however, 
promise complete 
delivery on all 
lines. 


| paees pty point to 












Samples and Prices Upon Request 


Laing, Harrar & Chamberlain 


43 N. Third St., Philadelphia 
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ROLL OF HONOR 


Pacific Coast Shoe Salesmen Who 
Died in Service During Last 20 
Years 


The following is a list of Pacific 
Coast Shoe Salesmen, who died in 
service during the last twenty years. 
The boys on the coast and the retail 
shoe merchants work in close co-opera- 
tion with each other. This honor roll 
was read at the convention of the 
California Retail Shoe Dealers’ Asso- 
ciation, held at Hotel del Coronado, 
San Diego, June 7, 8 and 9. Dell 
Frank, George Smith, Jimmie Wells, 
Fred Lomon, George Cook, Davie 
Williams, Joe Hall, Milt Urner, Jim 
McKee, W. J. Buckley, Mr. Knapp, 
killed at Santa Rosa, Jimmie Sisk, Dick 
Yates, Ruhl, Al. Carlton, Charlie 
Ingalls, George W. Todd, Mr. Tuggy, 
Gus Sieblick, Tom Seiblick, W. C. 
Johnson, Walt Aldrich, Harry Meyers, 
Toney Kline, Tyne Johnson, P. B. 
Gallagher, Jack McCune, W. P. Jen- 
kins, Walter Kelly, Frank Kelly, 
Joseph Murr, Billie Jackson, Baron 
Knaub, E. W. Redpath, Tommey 
Mullen, J. C. Fitzhenry, Alex Blair, 
Billie Barron, Harry Bell, Jr., Harmon 
Anderson, Will Southard, M. V. Keiden, 
Pete McGough, F. W. Edwards, Mr. 
Holland, Knight Hamilton, George 
Hale, William Bridgro, Lou Ritson and 
C. R. McWilliams. 


A SUCCESSFUL TRIP 


J. F. Sullivan of Boyd Welsh at New 
York Office 

J. F. Sullivan of the Boyd Welsh 
Shoe Company has recently finished a 
very successful trip in the New England 
States and will be at their New York 
office, Pennsylvania Hotel, until about 
July 1. ; 


A. H. SIRINE 


At Barclay Building, New York, 
With Samples 

A. H. Sirine, representing the Kuhn, 

Pavord, Wilks Shoe Company of Harris- 

burg, Pa., has taken an office with the 

Lehigh Valley Shoe Company of Allen- 
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Traveling, 


is 


LD 


town in the Barclay Building, Broad- 
way and Duane Streets, New York, 
Room 316a, where he has a complete line 
of samples on display. He will be 
pleased to entertain visiting buyers or 
any of his city friends who would like 
to see him. 


WITH NEW LINE 


Richards Will Represent the Sam 
B. Wolf Shoe Company 


L. Richards, who has represented 
R. P. Smith & Sons Co., Chicago, for 


L. RICHARDS 
Has Changed to “‘The American Girl’’ 
Line, which he Will Sell to His 
Southern Trade 


the past 17 years in the South, has 
severed his connections with the above 
company and will represent the Sam B. 
Wolf Shoe Company, makers -of ‘‘Am- 
erican Girl Shoe.”’ Mr. Richards will 


_ call on the trade shortly with the same 
He feels that he can carry - 


old smile. 
as big a volume of sales by concentrat- 
ing on the line of shoes, ““The American 
Girl” as he can by carrying a general 
line, such as he has carried for 17 years 
while serving the R. P. Smith & Sons Co. 
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Salesmen_ 


Activities of our Trade Ambassadors 
On and Off the Road 
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DEATH{OFJSALESMAN 


Frank. Mansfield, Formerly with 
Everett & Barron 


Frank Mansfield of New York died 


.at the Community Hospital on May 


27. He had been under the care of 
a specialist there over three weeks 
prior to that time and died shortly 
after an operation. 

The funeral was held at Campbell’s 
Funeral Church, New York, and the 
body was removed to Stamford, Conn., 
for interment. Mr. Mansfield had a 
wide acquaintance in the trade and had 
long been identified with the industry. 
For many years he was the New York 
representative of the W. L. Douglas 
Company and later was associated with 
Everett & Barron of Providence. 


CINCINNATI TRAVELERS 


Regarding Charles Auer, Ed Hughes 
and National’s Summer Meetings 

Charles Auer, eastern representative 
of The P. Sullivan Company, and Ed 
Hughes, Southern man for the same 
company, left recently for New York. 
Both are motoring through. Charles 
Auer will have his line on display at the 
Breslin Hotel, New York, until July 15. 

On June 8, the first Summer meeting 
of the Cincinnati Association of Na- 
tional Shoe Travelers was held at the 
Sinton Hotel. It was primarily a get- 
together meeting, it being the first 
since the boys returned from their 
territories. Various plans for their ac- 
tivities during the Summer were dis- 
cussed. The next Cincinnati Shoe Fair 
was mentioned but no definite action 
was taken. 


CLEVELAND TRAVELERS’ CLUB 


Planning for Their Annual July 
: Picnic 

Members of the Cleveland Shoe 
Travelers’ Club are planning for their 
annual picnic, which will be held some 
time in July. ‘ The travelers feel that 
their work in the selling campaign 
that is about to end entitles them to a 
day’s vacation. 

At the last meeting of the club in 
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” PUMP BOWS 


Pattern 1735—Fancy Bow made of High Grade Silk- 
Faced Gros Grain Ribbon. A very dressy bow for 
the “Theo Tie,” “Strap Pump” or “Plain Pump.” 


Pattern 79—Tailored Bow made of Best Quality Silk- _ 
Patt, | Faced Gros Grain Ribbon. Suitable for Dress or 
79 Street Wear. Also made in Mercerized Ribbon for 
White Canvas Pumps. Size 2 1-4x | 1-8 inch. 


Pattern 1667—Aeroplane Bow. Made of Best Quality 
All Silk Gros Grain Ribbon. Conforms gracefully to 
the shape of the instep and makes an attractive trim- 
ming for the Opera Pump. Converts the One or Two 
Eyelet Tie into a Dressy Pump. 


Patt. Write for prices if interested. 


”  Chandler’s Shoe Novelties 


C. A. BROWNING COMPANY 
Sole Agents 


30 Franklin St. Boston, Mass: 











CONVERTS OPERA PUMPS TO THEO TIES 


$12.00 Per Dozen Pairs THE NEW TWO SIZES 
Including Ribbons AY; tra pT ly 


In all standard materials. 
Slbegues Ga Deine BS Adjustable because of the 
Extra Profit Besides 


elastic under the ribbon tie. 










inTO favo he-Srer tins 


Actually Prevents Pumps Slipping When Dancing 


The Louden Mfg. Co., 2980 WEST PICO STREET pape omy . 














The Foreign Trade Pavone 6 of the Boot and Shoe inieiniin 
or Advertisers 
207. South Street Boston, Mass. 


An Effective Agency for Promoting the Export Business of the Shoe and Leather Indusiry 
Its Service Includes 


Detailed Information on Foreign Markets. Registration of Trade Marks in All Lands. 








Foreign Trade Opportunities. Financial Reports. 
Advice on Financing Foreign Accounts. Means and Methods for Forwarding Shipments. 
Translations from or into any language. Expert Advice for Exporters. 





Mediums for Advertsing, 





TOU 
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INSTEP PUMP STRAPS 


IN WHITE—BLACK—BROWN 
(Convert Your Stock of Pumps into Theo Ties) 


These straps are easily at- cite No. 3 (Illustrated) Made 
tached. Just cut the stitches Bags ao with Solid Center. 

on the side of the pump, : Sa $3.25 Doz. Pr. 

slip the strap between the | No. 5 Made with Perfo- 
lining and the outer leather, 4 lea rated Center. 

then stitch up. Being made , a. oa _ $3.50 Doz. Pr. 
especially thin on the lower ‘ > Colors: White Kid, White 
end that fits in the pump, ; = 2 Canvas, Patent Leather, 
gives a smooth finish inside. ~ ¥ Black Kid, Gun Metal, 
The strap gracefully follows —“ , Brown. 

the lines of the pump, mak- Sooo NS Sy (No. 5 does not come in 
ing it almost impossible to : > White Canvas) 


detect whether or not the ; ; 
strap is made on the pump All in stock for immediate 


at time of manufacture. — delivery — 


CHANDLER’S SHOE NOVELTIES 
C. A. BROWNING CO. 
30 Franklin Street : (Sole Agents) Boston, Mass. 


























; Ramsey’s Summer Specials 





For AT ONCE Delivery 


No. 300—Men’s tan ventilated oxford, textan soles, rubber 
heels, Goodyear stitched with welt. 


Sizes 6-11 
Boys’ Sizes, 244-52 


No. 18—Blumenthal’s chrome side leather plug oxford, oak 
sole, Goodyear stitched with welt. 


ey SD Reem rare ae 
OE eee ee 
AS epee re epee 1.50 


“< e Terms—2% 10 days. Net—30 days 


E. J. RAMSEY CO. ‘hoon ny 
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SORELLE 


Pneumatic Rubber Heels 
Prevent Foot Fatigue—and Save Energy 


The little pneumatic tire tread knobs filled with air, 
absorb all the tiresome shocks of walking and pre- 
vent slipping on wet pavements. These little pneu- 
matic knobs give the heel a resiliency and the wearer 
a sureness of step unequaled in ordinary kinds of 
rubber heels. 


SORELLE Pneumatics are a comfort to wearer and 
an asset to the store that sells them. With the Sorelle 
Machine they may be attached to your customer’s 
shoes in from five to seven minutes and a profit of 
39c on every pair. 


Do away with the customary loss of time and money 
caused by sending your customers’ shoes to the repair- 
man for ordinary solid rubber heels. Order a full 
assortment of SORELLE Pneumatic Rubber Heels 
and the SORELLE Attaching Machine which any 
clerk in the Shoe Department can operate, to your 
satisfaction and that of your customers. Write for 
catalog details. 


Pneumatic Shoe Heel Machinery Company 
132 West Broadway, New York} 


The Machine that at- 
taches SORELLE Pneu- 
matic Heels is 40 inches 
long and 14 inches wide, 
nickeled and aluminum 
trimmed, built on a 
solid mahogany base. 
It is either Icased_or 
sold to you. 





June 19, 1920 


BOOT AND SHOE RECORDER 























Reproduced from an architect’s draw- 
ing of the new shoe factory now being 
built in New Orleans by Richmond J. 
and Andrew Martinez. The building is 
erected in the form of a U, with a court 
between the wings of sufficient width 


to insure thorough ventilation from 
the sides. The long wing is 327 feet 
long, 44 feet wide, and the greater 
portion is one story high with saw- 
tooth skylights. One end of the long 
wing is made two stories for a length 


of 131 feet, and this in turn is treated 
with sawtooth sky-lights. 

The other wing is a building 98 feet 
long, 50 feet wide, one story and all 
saw-tooth. 





Room 9006 Cleveland Hotel, presided 
over by D. W. Brill, president, the chair 
appointed a special committee to 
arrange for the outing. Members are: 
Edward Beil, Charles Darrow, Edward 
Buzek and George W. West. This 
committee will report back soon a date 
for the outing, the place and a program. 

It has been settled that the travelers 
* and retail merchants will cross bats 
in a nine-inning base ball game. There 
is good talent on both sides and men in 
both branches of the industry are 
boasting about the outcome. 

John Messer has been asked to equip 
himself with a coat of mail and act as 
umpire. A physician and surgeon have 
been asked to attend. 


THOMPSON BROS. MEN 


Activities of L. G. Russell and A. F. 
Campbell 


L. G. Russell is representing Thomp- 
son Bros. Shoe Company this season in 
Arkansas, Louisiana, Mississippi, Texas 
and Oklahoma in the places not 
touched by Mr. Schlesinger. 

A. F. Campbell is a new salesman 


with the Thompson Bros. Shoe Com- 
pany staff this season. He is traveling 
with Frank Quigley in New York and 
Pennsylvania territory. 


DETROIT TRAVELERS 


Picnic Outing Held at Bob-lo Park 
July 12 

The Detroit Shoe Travelers’ Asso- 
ciation, Henry Reid, president, of Rice 
& Hutchins, Inc., Chicago, will have a 
picnic outing at Bob-lo Park on July 12. 
The retail shoe merchants have been 
invited to participate in the good sports 
promised and some of those located in 
the outskirts have intimated that they 
will close for half a day to attend. 


REGARDING JOHN WHALEN 


Now Visiting Large Cities in the 
East 

John J. Whalen, Pennsylvania sales- 
man for Condon Brothers, who returned 
home recently, is visiting some of the 
larger cities in the east with lines of 
specials which are being made up at the 
factory during the quiet period. Work 
has started in earnest at the factory on 


the new Government order of army . 
shoes. 


Home from Europe 


John B. Rapp of Brockton, Mass., 
who is vice-president of the Walter 
Rapp Leather Company, merchants in 
calf and kid with an office at 51 South 
Street, has returned after an extensive 


European trip. 
Bicycle 


LADDERS 


are made 
in many 
styles and 
to fit; all 
kinds of 
shelving. 
erring full dee 
scription and 
prices. 


THE BICYCLE 
STEP LADDER 
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Women’s House 
Slippers and — 
Oxfords 


Now In-Stock No. 127—BLK. CAB. 2 STRAP 
i238 | OBE 


No. 115—BLK. CAB. 1 STRAP 
, Sizes 3-- 


Sizes 3-8 B-E 
$3.00 


Turns Only 


No. 155—VICI KID 2 STRAP 
A-D 


No. 110—BLK. CAB. SLIPPER i: 
-E Sizes 3-8 - 


—os *  L. B. EVANS? SON CO. 


_ BOSTON OFFICE WAKEFIELD, MASSACHUSETTS 2 a ee 


110 Summer St. 














— ¢ ee 5 le 


Ramsey’s Summer Specials 
EXTRA SPECIAL sux 


No. 





Child’s Brown Grain Leather Sandal, oak sole, Goodyear 
stitched with welt. 

Sizes 5-8 

Sizes 8144-11.. 


Same as above in Plug Oxford 


Sizes 5-8 
Sizes 814-11 
Sizes 1114-2 


E. J. RAMSEY CO. %7,AtTaNtic ave. 


— - a - a Fe oO 9 Oo ee # a 2} — 5 —~< 
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TSrrect Dodge- 
FOR ALL OCCASIONS 


IN STOCK 


s% 


BARA 


THE GRECIAN SANDAL 


This is the latest strap effect on the mar- 
ket. This model has more ‘style than any 
other we have seen. It is in-stock. You 
need to buy only a few to see how they 
go. 

The stock number is X340. It hasa 1%- 
inch Baby Louis Heel. Price 


SARARAR ARARARARARARARGAR ARARARARARARARAR 


AR 
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Nathan D. Dodge Shoe Co. 
arial big Mass. 


E. T. Fogg J..P. Murphy Joos Shaw M. C. “saad Solly Schweitzer 
Boston New York Philadelphia Chic. San Francisco 
183 Essex St. 851 Marbridge Bidg. 600 Denckla Bldg. 20 W. J ye ow Bivd. 417 Pacific Bidg. 
Great Northern Bldg. 
Harry Wheeler Shoe Co. H. W. Drake J. Rosenthal & Co. Bert Grosskurth 
Montgomery, Ala. Kansas City, Mo, La Seng oe Bld, Fred Fuhrman 163 Yonge St. 
537 Ridge I Bldg. Rizal Ave nila, B. i. Mexico Room 7, Toronto, P. O. 


nada 
All goods sold F.O. B. Newburyport, terms, net 30 days. Single pairs, 25 cents a pair extra. 
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Prices and Deliveries Not Guaranteed 
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Style 185 








Style 267 








Style 272 





564 Atlantic Ave., 


WHITE 
STYLES 


179—Same with Military Heel 
wee Canvas Pump, Covered ie 


WR —amne Stale... os cctssicis Heasecs 2.60 
198— White Canvas Pump, Military Heel. 2.85 


191—Same Style 


180—Same i in White Canvas 
265—Same i in Black — 


in Paten’ 
rr mg “Suede Theo Tie, Covered Full 
Louis Hi 9.00 
232—* 





204—Same i in Patent 
109—Same in Black Kid 
WITH CUBAN HEEL 


260—Black Kid Theo Tie 
261—Same in Patent 








230—Same in Gray Kid. 
— Canvas Oxford, Covered Louis 


194—Same Style 

196— White Canvas Oxford, Military Heel 3. 00 
193—Same Style 

175—White Canvas Oxford, Im. Tip, White 
Ivory Sole, Military Heel 4.00 
_ Canvas Oxford, Pl. Toe, se 


THE BOARDMAN SHOE 


COMPANY 


Boston, Mass. 

















BASS 


RANGELEY MOCCASINS 
FEATURING A 


WOMAN’S OUTDOOR 
CAMP AND SPORT. MODEL 


No. 923 


ELK UPPERS 


The soft, gray leather used in the style pictured 
above, and the fact that the Rangeley pattern 
follows the lines of the natural foot unite to 
make Stock No. 923 a most popular all-round 
Sport shoe, particularly adapted to tramping and 
general camp wear. 


Stock No. 

923—Women’s Smoked Elk Rangeley Moccasin, 8- 
inch, duflex fibre sole, special tennis heel, Ken- 
nebago last. 
Stock, 2% to 8, C, D, + raga 2% to 8, Ato E. 

922—As No. 923, 6 inches high 
To order, 21% to 8, A to E. 

912—Women’s Smoked Elk Rangeley Moccasin, 6inch, 
fe elk sole, 5-8 inch rubber heel, Kennebago 
ast. 
To order, 2% to 8, A to E. 

913—As No. 912, 8 inches high. 
To order, 2% to 8, A to E. 

952—Women’s Chocolate Elk Rangeley Moccasin, 
6 inch, duflex fibre sole, special tennis heel, Ken- 
nebago last. 
To order, 2% to 8, A to 

953—Women’s Chocolate mk Rangeley Moccasin, 
8 inch, duflex fibre sole, special tennis heel, Ken- 
nebago last. 
To order, 2% to 8,- E. 


G. H. BASS & COMPANY 


Shoemakers 


WILTON MAINE 
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One of our tan chrome side 
Goodyear welt tbals on_ half 
English last that will fit and 
suit everybody. 

Shoes that are priced to meet 
today’s popular demand. 


HAVERHILL , MASS. 
































Buyers’ Easy Reference Directory 


== *“Jhose totally different shoes ——== R. A CHENOWETH & CO. 


Mfgrs, of TOP GRADE TURNS 
No. 8554 


IN-STOCK 
Fine White Eve 
Cloth Oxford. 
Goodyear Welt. 
Military Heel. + 
A to D. 


A 
173 SUMMER STREET inni 
BOSTON, MASS. Winning Style 








— nationally 
advertised 


—distributed 
internationally 


A representative 
.will call at your request 


STANDARD FELT COMPANY HARNEY, TRACY. CREHAN CO. 
WEST ALHAMBRA ; CALIFORNIA BOSTON OFFICE: 10 HIGH $14 














FOREIGN BUSINESS 


ned ees eucioaees pestane & oy pee his way. 
e does not read English, he sho written to in 
SOLE LEATHER his own language. Make it easy for him to understand 
AND your message. 
Our business A to Bay a ae ye: and 
vice versa. Not only letters, but catalogs, brochures, 
BELTING BUTTS pemphiela: ate. 
TANNAGES Write the Editor, The Export Recorder, 207 South St., 
Boston, for his opinion of our work. 


Mt. Jewett Burke Musk 
St. Marzo Mt. Jowett Burke te, {| D’AVESNE TRANSLATION BUREAU 


332 Summer St., Boston, Mass. 
755 Boylston Street Boston, Mass. 








| . Trade-marks in Foreign 
Blind Eyelet | Countries 
Do yas Realize the Importance of Protecting your ap 


Shoe Laces 
Prompt deliveries. There’s a big Trade in Cuba, Mexico, the South American Countries 
also in Europe, Asia and Africa? 


demand for these superior laces, but 

our exceptional manufacturing facili- bn een Resin Comnetiaeal euiaive modo ae 

ties enable us to meet it. Order from = use by pte a This allows piracy oy vaheatie 

your jobber. Samples upon request. Pp 44. countries. 

‘The Narrow Fabric Co. math’ besament tohy sptoueh te poops tants Teer 
READING, PA. . 
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Number 921 


SHOE of exquisite charm, designed by a pattern 
maker with a superlative sense of the beautiful. It 
is a shoe which stands in marked contrast to the ordinary. 
An unmistakably favorable impression has been made by 
it on those who have had the opportunity to see it. Note 


the clever touch imparted by the beaded ornaments on the 
straps. 


Witherell < Dobbins Company 
Quantity Producers of Quality Shoes 
Haverhill, Mass. 
Boston Office, 110 Lincoln Street 


The W & D Line is Featured in the Chicago 
Market by Harper Kirschten Shoe Co. 
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7. 
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page per issue: 
7 times 13 times 
$4.00 $3.50 
8.00 7.00 
12.00 10.50 
16.00 14.00 





“Recorder” rates for space less than one-eighth 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


TIONS WANTED—Four cents ws word for each insertion 


26 times 52 times 
$3.00 $2.50 
6.00 .5.00 
9.00 7.50 
12.00 19.00 





Payment in advance is required, except when .egular advertisers, as amounts are too small to open accounts 


advertisement 
for accordingly. Answers to ads ‘must be oomt under letter , 








SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





ETAIL SALESMAN—About September first 

we will have openings for two expert shoe sales- 
men. If you consider your services w «th less than 
$200 per month don’t answer as we wani only the 
pe obtainable. State in first letter all particulars 

rding yourself, such as salary expected, age, 

ere now employed, with whom your previous 
dies experience has been, how with each firm, 
your record, your fitting wiedge, your 
shoe knowledge, whether you ‘er men's, women’s 
or children’s de ment and all other information 
which you think would interest us. We are too 
busy to answer letters from those who do not 
write to the int. The Guarantee Shoe Co., 
San Antonio, Texas. 


WANTED—Side-line salesmen’ to carry a_ line 
of high-grade booting and gymnasium shoes. 
Entire line can be sold from one sample. Readily 
sold to shoe ae >) in the akg y of bowling 
alleys and school g ums, and to sporting 
stores. ‘Address me C30, care Boot and Shoe 
ecorder, 207 South St., Boston, Mass. 


HOE SALESMAN y experienced to 
sell women Hygrade footwear. To qualify 
you must have exceptional selling ability, good 
personality, unquestionable character, and the de- 
termination to make good. Likewise drawing our 
on a 6 per cent basis of your sales. This aflords 
an opportunity to connect with one of the 
iggest progressive retail firms in the country, 
where your future is limited a by what you 
propane. Give all detail im first letter. Address 
37, care Boot and Shoe Recorder, 207 South St., 


Boston, Mass. 
SAiesan WANTED—Kansas City, Mo.; 
Chicago, Ill.; Minnea Minnesota and 
poy + Bap pm wos speciality poe 
t and speci canvas 
Address C3, care ed = Shoe Recorder, 207 
South St., Boston, M 


ANTED—A -grade salesman now sellin, 
a short line of men’s fine shoes in Ohio an 
Southern Michigan to take on our line of Western- 
made children’s welts and stitchdowns es ny oe 
commission pi ition. Address 
Boot and Shoe Recorder, 189 West Madison St. Sp 
Chicago, Il. 

















Milwaukee manufacturer of quality 
every day shoes enlarging factory and sales 
force will have several desirable territories 
open coming season. Men of proven 
ability only will be considered, so give us 
detailed information and references in 
first letter.. Address C29, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








Special Opportunity 


Riostbineed Salesmen 


Western Manufacturer of women’s shoes, 
planning for large increase in sales force. 
next season, will have attractive openings 
for good salesmen in » Southwest, 
Middle West and Northwest. 

strong on style and 

earried in stock. W 


us what lines you have carried, territory 
covered, yearly sales, pues line you are now 
sell . Your reply will be treated in 
lence. Address C 27, care Boot and 
— Recorder, 207 South St., Boston, 
ass. 








WANTED salesmen for exclusive high -grade line 

ey and shoe store supplies by central 
western pe r for Alabama, Miss: , Louisiana, 
Arkansas and Oklahoma. Address 40, care Boot 
and Shoe Recorder. 1627 Locust St., St. Louis, Mo. 


Wanted 


HIGH GRADE SHOE 
SALESMAN 


Between the ages of thirty 
and forty with either road or 
retail experience to represent _ 
us in three following territories: 
Tennessee, Mississippi, North- 
ern Kansas and Southern Ne- 
braska. Applicants must give 
following information in full: 
In first letter age, nationality, 
married or single, names and 
addresses of all concerns con- 
nected with during business 
career and length of time in 
their employ. Other refer- 
ences. R. P. Smith & Sons 
Co., 700 Kingsbury St., Chi- 
cago, Ill. 








An. Exceptional 
Opportunity 


A MIDDLE WEST manufacturer 

making men’s medium to high- 
grade dress welts will have vacant 
two territories the coming season. 
Correspondence is invited from sales- 
men covering Pennsylvania and 
Virginia. It is not our policy to 
advertise for salesmen, but as our 
prop. sition is one of merit we are 

ing over the field carefully in 
order to secure the best man avail- 
able. In answering please give 
sufficient information to judge your 
reply. All answers will be treated 
confidential. Address C6, care Boot 
and Shoe Recorder, 189 West Madi- 
son St., Chicago, Ill. 











GHOE SALESMEN wanted to sell shoe laces 

as a side line. — eee | State 
territory covered. erences requ Address 
B845, eS mane and Shoe Recorder, 207 South St., 
Boston, Mass. 


SALESMEN WANTED 


ONE of the oldest shoe manufacturers in 
the Central West ‘making a general line of 
shoes, will have open a territory in Southern 
Illinois and Arkansas. Only men with a 
successful selling record will be considered. 
Give complete detail ing yourself in 
first letter. All replies confidence. 
Address C7, care Boot and Shoe Recorder, 
189 West Madison St., Chicago, Ill. 














POSITION WANTED 


SITION WANTED—Attention to reliable 
jobbers or department stores—I have made a 
thorough study in the shoe business, manufactur- 
ing, jobbing and retailing. Whether der 2 sell- 
a ie at Soe. I am > 

‘or engagement anywhere July 1. 
y «+ all 35, on Se and Shoe Recorder, 207 
South Street, Boston, M 


SITION a and manager, 
thirty-four a R » eneraeodic, 
over seven vm wi nt em er. 
= preferred. “Address” C34 
me and Shoe , he oy 207 South Be Be Boston. 
ass. 


SITION WANTED—Expert d 
style man thoroughly up to date on 
to lasts and patterns, having practical 
experience in various departments of shoe factory, 
is open for position with large “manufacturer re re- 
quiring services of an expert, practical pa 
man. Address C33, as Boot and i Shoe hieotie. 
207 South St., Boston, Mass. 


ITUATION WANTED—Open July 1 for fac- 
tory specialty line. Either men’s or ladies’ 

fine shoes. ee ee 

Coast. Twelve years’ cmpeetenen, ogo SS. ote oaave 

sold big volume.. Address C21, ome 

Recorder, 207 South St., Boston, Mass. 











and 
matters 








Manager Wants 
Position 


Man with broad experience in shoe 
factory work. Knows office and 
manufacturing details, advertising, 
selling and management of in-stoc 
departments. No bad habits. Best 
of references. Prefer location in 
Boston or vicinity, but_ would con- 
y mand = ef position elsewhere. Ad- 

care Boot and_ Shoe 
+ ey "207 South St., Boston, 
Mass. 














HELP. WANTED 





vertising Faroe Be Address C36, 
ene Ponce Rosndan 207 South St., 


Teens, hog 





June 19, 1920 
MANAGER WANTED 


WANTED TO PURCHASE 








Display Manager Wanted 


Sell your services to one of the South’s largest 
and most pi ive shoe stores. An op _ 
nity is now offered to the yo"'ng man w 

qualify for the position as ai -e-tising cnet 
and window decorator for a sh store doing a 
large retail shoe business. $300.80 per month 
salary to the right man. State fui! postion lors 
in first letter. 6 Shoe Company, San 

tonio, Texas. 

















AGENCY WANTED 


GALES AGENCY for the State of California de- 
sired by two experienced shoe salesmen leaving 
Boston on or about the fifteenth of August, 1920. 
Address C38, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 











Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 


hands. 
Wire or Phone us 
Correspondence Confidential 
Established 1890 


GLAUBERG & CO. 
387 Broadway, New York, N. Y. 
Phone Canal 4119 
We also purchase clothing, 
hats, furnishing goods, etc. 





FOR SALE 


FOR SALE—Shoe stock and fixtures in town of 
15,000, growing town in Missouri. Write for 
sacha agg Address- C31, care Boot and Shoe 
ecorder, 207 South Street, Boston, Mass. 


R SALE—A Vermont store selling $25,000, 

with a three-time turnover, in a live manu- 
facturing city where workers aovaeg $9.00 per 
day. Lease continues two years $75 per month. 
‘Good for $5000 income. Present stock $12,000. 
What am I offered for this growing business. 
Address C39, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 

R SALE—Old established family shoe store in 

thriving New England city of 13,000 popula- 
tion. Best location in town. Extra clean stock of 
medium-grade g: Selling because of ag 
Address C32, care Boot and Shoe Recorder, 2 
South Street, Boston, Mass. 

















WANTED TO PURCHASE 





We Buy for Cash 


ee ie ge »Jobbers — 
Close-outs. : 


NO QUANTITY TOO LARGE 


We also ase entire stocks 
from retailers or manufacturers. 
Send us particulars of what you 
have for sale. 

Short Term Leases 

We pay Highest Cash Vales. 


VAN PRAAG & CO. 
Sg Bataan oe Maen 
Telephone 2248-2249 Sprin 





and pay highest cash price 
Sieolenbs clades of chee or any 


onal PURCHASING s SYNDICATE 
FRANK WALKER, Proprietor 
- 610 Reeaboen. Brooklyn 


Phone, Stagg 1757 











Neo matter what policy you may pursue 
in selling to the shoe trade, nevertheless, 
you need the “BOOT AND SHOE 








RECORDER” all the time. 





CASH PAID 


for shoe stores or surplus stocks of shoes or 

v a ao ndise. Ry taken over. 
e send a representative to investigate 

and make offer upon request. - 


Max Kalter Mercantile Co. 


591 meee 4 New York City 
Phone Spring 5160-5161-5162 








DO YOU CONTEMPLATE 


Paticing or value fe out of business? 
your entire or surplus 


. a short term — run taken 
Established 25 years. PP 


I. OLENICK — 


way, New 


over. 








WANTED FOR EXPORT 
Slow Sellers 
YOUR 


Discontinued Numbers 
Eutlee Stecka” 
En Stocks 

FOR CASH 


NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 














MISCELLANEOUS 








Metal Shoe Fitting Stools 


No. 141 


THE CHICAGO 
WIRE CHAIR CO. 
621 N. LA SALLE STREET 
CHICAGO, ILL. 


Write for 
Catalog 
and Prices 
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Boot and ShoeRecorder 


OFFICES IN 
gy OFFICE: 224 Moraine St., Geo. W. 


a 507. 
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